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ISCONSIN was lead- 

WV ing Ohio seven to six. 
There were two min- 

utes to play. Thous- 

ands of discouraged 

Ohio rooters crowded 

out the exits. Walter Camp left 
the press box saying: ‘‘The better 
team won.’’ But the Ohio eleven 
just wouldn’t give up and made 
a touchdown to win the game in 
those last two minutes. So, Mr. 
Feed Man, if your score for the 
year shows a loss, remember 
there are still two months to go. 
It’s up to you to make these 
two months count. 
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Norco Cod Liver Oil gives the hen increased vigor and health— the ability 
to lay more eggs. It produces stronger, smoother textured egg shells and 
an improved interior egg quality with higher food value. Just two marketable 
eggs will pay for a hen’s yearly supply of NOPCO XX. All those above her 
normal output, plus the additional eggs she will lay when fed NOPCO mean 
extra profits for the poultryman and extra profits for you as a dealer, because 
satisfied customers are repeat buyers. Order your supply of NOPCO now. 


NOPCO DD 


Less Than 1 Per Cent 
Free Fatty Acid 


‘THIS FEED CONTAINS 


NOPCO XX 


Less Than 1 Per Cent 
Free Fatty Acid 


We can also supply you with A-1 Brand Meat Scraps, Malt Sprouts, Mill Feeds, Oil Meal, 
Amber-Onyx Dried Grains, Brewers Dried Grains, Corn Oi! Cake Meal, Clinton Corn Gluten 
Meal, Puritan Reef Oyster Shells and ALL GRADES OF GRAIN. 


DONAHUE-STRATTON CO. 


207 E. MICHIGAN ST. MILWAUKEE, WISCONSIN 
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The Better the Feed 


Except for a few weeks at the start, Penshurst Hazel, 99039 o ye Fillmore Farm, Bennington, Vt., owned 
by Mr. J. C. Colgate, ate only Larro Dairy Feed as her grain during the entire time of her 5-year record. 


Most Profitable Cow in New England, 


says Ayrshire Breeders ...and she 
does it on Larro Dairy Feed 


Penshurst Hazel, 99039, of Fillmore Farm, Bennington, Vt., is 
called by the Ayrshire Breeders’ Association “New England’s Most 
Profitable Cow.’’ She averaged 12,141 lbs. of 4.6% milk and 558.49 lbs. 
of butterfat per year for five years and she did it on Larro Dairy Feed— 
the sole grain ration of Fillmore Farm’s splendid 140-cow herd. 
Records like this make the Larro franchise more valuable than ever 
to Larro dealers. 


Are you interested in knowing more about Larro and how the Larro 
organization helps feed dealers make more money? If so, drop a 
line to The Larrowe Milling Company, Detroit, Mich. There may be 
an opportunity in your locality to secure the dealership for Larro Feeds. 

The new Larro Fall Advertising Campaign is just getting 
under way. This is a good time to get the facts about it. 


The Larrowe Milling Company - - - - - Detroit, Mich. 


the Bigger Your Profit 
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Firms that spend money to build good will 
are less likely to do anything that might nullify the 
effect of their advertising than firms making no such 
investment. It will pay readers to trade with 
The Feed Bag advertisers for advertisements in this 
publication are accepted only from firms of known 
financial responsibility and established business in- 
tegrity. When buying—feed, grain, allied products 
and machinery—don't forget to boost The Feed Bag, 
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—BRBetter Built Bags— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


TALK ABOUT BaGs! 


(Quoted from Customer's Letters) 


‘‘Permit us to congratulate you 
on the new CHESTERFIELD’S 
Best Bags. We now have the 
complete line and are very 
much pleased. Your cooper- 
ation in our efforts to get some- 
thing really worth while has 
made a most favorable impres- 
sion on us, and we wish to 
thank you.” 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


Shipped direct from our nearest 
mill point to you. 


Baled Shavings 


will be in big demand 
this fall and winter. 


Write for our delivered prices today. 


FRANK MILLER & SONS 


“The Sawdust Millers’’ 


2240 W. 58thSt. :-: | CHICAGO, ILL. 


Buffalo 


Corn 
Gluten 


the standard estab- 
lished by the ex- 
perience of over 30 years feeding by 
dairy farmers throughout the country. 


BUFFALO furnishes: 


(1) A high content of CORN 
GLUTEN and CORN SOLU- 
BLES. 


(2) The RIGHT BULK and 
CONSISTENCY for dairy feed- 
ing. 


25% Protein 
Guaranteed 


Corn Products Sales Co. 
New York and Chicago 


Vitality Feeds 


COMPLETE 
LINE OF 


FINEST QUALITY 


FEEDS 


*, Made Right -- Priced Right .° 


If not sold in your town write for 
our agency proposition. 


YWitality 


BOARD OF TRADE BLDG. 
CHICAGO 
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repeat in Nov r Oct. ad the 2 Octs. to Novs.— 


ene n in Dec. if have to—we’re bound to be right some 


Frosts and Falling Leaves! 
Football and Furs! 


First of the SEVEN HEAVY 
FEEDING MONTHS! 


Fill out your Stocks on hand in 


NOVEMBER! 


Eggs Are Worth e 
Money — 


ARCADY 


more eggs and make 


more money with FARMS MILLING 
Arcady Wonder 

COMPANY 
rich in Vitamin G. 223 W. JACKSON BLVD. 


CHICAGO ... ILLINOIS 
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DAVID K. STEENBERGH, Managing Editor 


Volume Ten 


November, 1934 


Number Eleven 


How Much Does It Cost You to Sell 
Feed Per Ton on Credit? 


Here’s One Dealer (Who Says $1.25 


HE cost of selling feed on 
[ credit is $1.25 a ton for the 
James H. Gray Milling Co., Inc., 
Springville, N. Y., according to 
figures submitted by James H. Gray, 
president. Forty cents of this amount 
represents losses on poor accounts, 80 
cents is charged as interest and 5 
cents is allowed for extra bookkeeping 
charges. 
Mr. Gray submitted these figures in 
a letter to Arthur Lippincott, manager, 
South Jersey Farmers’ Exchange, 
Woodstown, N. J., after reading an 
article in the October issue of The Feed 
Bag which announced Mr. Lippincott’s 
changing to a cash basis. 
Cites Credit Expense 
In his announcement to the trade the 
exchange manager claimed that he 
could sell feed for $5.00 a ton less for 
cash than he could if the customer 
asked to be placed on the books. Mr. 
Gray contends that this difference is 
too great and submits figures from his 
own feed plants to prove his claims. His 
letter to Mr. Lippincott, copy of which 
was sent to The Feed Bag, follows: 
“In the October 1934 issue of The 
Feed Bag we noticed the article, South 
Jersey Exchange Converted to Cash 
Basis System. We believe we have 
about the best records that it is pos- 
sible to keep and the figures we quote 
are not guessed at. We have seven 
plants and each plant is kept separate 
and the figures we are giving are from 
the plant making the worst showing. 
Our sales at this plant for the years 
1923-33 inclusive (10 years) are $2,- 
124,700.30 and actual losses for poor 
accounts are $19,252.20 or less than 1 
per cent of our sales. Figuring the aver- 
age price of feed for the past ten years 
is $40.00 per ton, and the average time 
of carrying an account is four months 
it would cost us 80c per ton for interest. 
Figuring our loss on poor accounts as 
1% or 40c per ton. Allowing another 
5c per ton for extra book-keeping we 
have the following total: 
“Loss from poor accounts 


Interest charges per ton... 80 
Charges for extra book- 
05 


Total credit cost per ton $1.25 
“We think $1.25 per ton is very lib- 
eral, in fact we charge interest at 6 per 


T how much less can you afford to sell feed for cash than on credit? 
Arthur Lippincott, manager, South Jersey Farmers’ Exchange. 
Woodstown, N. J., who recently adopted a cash basis, estimated he 

could save his customers $5.00 a ton. James H. Gray. president, James 
H. Gray Milling Co., Springville, N. Y., contends that this figure is too 
high and maintains that he is operating a limited credit business at a cost 
of approximately $1.25 a ton. The Feed Bag is anxious to learn of the 
experiences of other dealers in this respect. What do you estimate as your 
cost per ton in selling for credit, taking into consideration loss on bad 
accounts, interest, collection expense, extra bookkeeping and other items? 
A letter from you quoting actual figures along with your comments on a 
cash versus credit business will be greatly appreciated. 


cent on accounts that run over 60 days, 
so our 80 cent charge is much too high. 
With the above in mind we would like 
to have you tell us more about your 
statement that “we can make as much 
money selling an article at $35.00 per 
ton cash as we can at $40.00 on credit”. 
We are positive it does not cost us 
over $1.00 per ton to carry our credit 
and we feel sure we would have to dis- 
count our prices at least $2.00 per ton 
to hold our business on a strictly cash 
basis. Several years ago we tried the 
“cash basis” for nearly two years and 
went back to the credit system because 
we found our customers were shopping 
around and buying where they could 
buy the cheapest. We are now restrict- 
ing our credit to any one customer to 
$500.00. We could have cut our credit 
losses in half had we done this before 
as we find our big losses have been on 
customers we let in for $2,000 and 
$3,000. We were plain damn fools to 
do so and these same customers are 
now asking us why we ever did it. A 
neighboring dealer went on the “cash 
basis” about five years ago and claimed 
he could save from $2.00 to $3.00 per 
ton by doing so. We asked him for 
proof and he could only show an ac- 
tual saving of about 50 cents per ton. 
He has stuck to it but is squawking 
pretty hard because the G. L. F. and 
other Buffalo mills and truckers are 
cutting into his trade. Our credit 
losses have been pretty heavy during 
the past four years, but what stocks or 
bonds could you have bought in that 
period that would not have shown an 
equal loss? 

“The writer has been in the retail 
feed business for the past 30 years and 
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we have been fairly successful. We 
are always looking for new ways to 
make money but we think the “cash 
basis” is a positive liability to any 
dealer financed to carry on a reason- 
able credit program. 

“During the past years or so we 
notice The Feed Bag has played up the 
number of feed dealers that have gone 
on a cash basis, telling how much they 
can save by doing so. We are submit- 
ting figures on our credit program— 
why not have the other side do the 
same thing? We surely would appre- 
ciate having you tell us with figures, 
how you can sell for $5.00 per ton less 
for cash than you can for credit. We 
think you will be surprised how small 
your credit losses are per ton. How 
can you afford to cut your prices more 
than your actual saving. As an actual 
trade getter we figure the credit basis 
is worth considerable. 

“At the end of a year we venture to 
Say your accounts receivable will be 
practically the same and whatever you 
discount for cash will be lost profits. 
Most of the dealers going on the cash 
basis have told their customers to let 
the old account stand and save their 
money so as to pay cash for what they 
buy and we understand the customer 
has taken that advice and let the old 
account stand. We certainly wish you 
success in your new program and 
anxiously await figures to support your 
claims.” 


OSCAR B. VUNCK’S feed mill, 
Voorheesville, N. Y., burned to the 
ground October 12. Loss was placed 
at $30,000. The mill had been in opera- 
tion for almost a half century. 
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G. F. BARRETT, Darling & Co., 
Chicago, recently returned from a va- 
cation which he spent near Hayward, 
Wis. 


EARL SMITH, Clintonville Cooper- 
ative Elevator Co., Clintonville, Wis., 
recently underwent an operation at a 
Milwaukee hospital. He is reported to 
be back on the job and much improved 
in health. 


D. L. SCHAIBLE DIES 

D. L. Schaible, Glassboro, N. J., 
former president of the New Jersey 
Feed Dealers association and_ well- 
known in the retail feed trade, passed 
away suddenly at his home October 
8 following a heart attack. Mrs. 
Schaible will continue to operate the 
business. 


Farm Trade Future Scanned 
By Ohio Dealers 


Codes otf fair competition and the 
outlook for agriculture were the prin- 
cipal topics of discussion at the 55th 
fall convention held by the Ohio Grain, 
Mill & Feed Dealers association at the 
Norval hotel, Lima, October 25. 

C. D. Sturtevant, president, Bartlett- 
Frazier Co., Chicago, and Asher 
Howard, grain specialist and statistician, 
Minneapolis, Minn., were the chief 
speakers. They discussed the outcome 
of the grain trade in relation to the 
New Deal and the nation’s economic 
structure and world commerce and pre- 
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dicted a more prosperous era for agri- 


SURE/ EVER SINCE 
THEY LOOKED AT 
OUR EGG RECORDS 


ALL OUR NEIGHBORS 
FEED FULO-PEP 
EGG MASH NOW, 


6 8 MY BOSS 1S SOLD 
ON QUAKER DAIRY 
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QUAKER DEALERS PROFIT 


Dairymen, and Hog Raisers continue to feed 
Quaker Feeds. They get the production and 
growth that gives them a satisfactory profit. 


The neighbors of every successful farmer 
are watching his results and are easily influ- 
enced to adopt his feeding methods. These 
are the livest of prospects for the Quaker 
Dealer. Through them he can materially 
increase his sales volume. 


The uniform dependable quality 
of Quaker Feeds builds customer 
confidence and makes new sales 
easier. Let us tell you more about 
these Feeds. 


Quaker 
FUL Q-PEP 
EGG MASH 


THE QUAKER OATS COMPANY 
Dept.15K . . . 141 West Jackson Blvd. . . . CHICAGO,U.S.A. 
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culture in the future. 

Following these addresses the meet- 
ing was devoted to an open forum 
during which those attending talked 
over their respective problems. Among 
the topics discussed was the new corn 
grades and prices. 

During this discussion the fact was 
brought out that 50 per cent of Ohio’s 
corn crop and 15 to 20 per cent of the 
wheat crop were still in the farmers’ 
hands. Recent general rains, it was pre- 
dicted, were of considerable help to the 
present wheat which was practically all 
sown at the time of the convention. The 
code of fair competition for the feed 
industry (excepting wholesale manufac- 
turers) was also discussed and the pro- 
gress made to date explained. 

At noon the dealers assembled for a 
luncheon, during which brief addresses 
by the officers of the association were 
heard. 


F. E. HIRTZELL, part owner of the 
Hirtzell & Moomaw feed store, Stew- 
ardson, Ill., died at a hospital October 
11, following a week’s illness with pneu- 
monia. 


ANDREWS WEDS 
E. C. Andrews, president, Ultra-Life 
Laboratories, East St. Louis, IIl., was 
married October 12, to Miss Ruth 
Pickels. Following the ceremony the 
couple departed on a honeymoon trip 
to Havana. 


INDIANA 

J. D. Kirkpatrick has taken over the 
Clayton feed store, Clayton. 

Harry E. Frymire, Claypool, has 
purchased the Hoover feed mill, Akron. 

William Schenkel and Aaron Cor- 
nelius have taken over the Yum Yum 
feed mills, Brookville. Elmer Stroh- 
meir, the former manager, has opened 
for business in a new location. 

V. M. Weinkauf Grain Co. elevator 
was destroyed by fire October 4 with 
a loss estimated at $30,000. 

Walton Elevator Co., Walton, was 
robbed of five sacks of clover seed 
October 10 by thieves who broke into 
the building. 


OHIO 

A. M. Heydinger feed mill, Wilshire, 
was destroyed by fire October 17 with 
a loss estimated at $7,000. 

Law has purchased the Roller 
mill feed plant from M. Crosser. 
He plans to enlarge the premises and 
his son will be associated with him in 
the business. 

West Market Feed & Grain Co., 
Warren, has been organized by Ida 
Goldberg, Clarence H. Kelley and Marie 
Kelley. 

H. B. Conwell, Latto-Conwell feed 
and flour mill, Uhrichsville, died re- 
cently following a lingering illness. 

G. C. Griffin has purchased the New- 
man feed mill, Warren, and is remodel- 
ling it. 

C. D. Tinker & Son, Columbus, have 
opened a feed store at West Jefferson. 

Roy Floyd and Adolph Studebaker 
have opened a flour and feed store and 
coal yard at Eaton. 
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Former 


Athlete 


Still Hitting 
Ball in Thriving 
Feed Business 


By Errol 


T’S the last of the ninth, there are 
| three men on, two out, and the 

manager is looking over the bench 

for a pinch hitter. 

“Dan,” he says, “go 
give it all you’ve got.” 

Dan selects a bat, hitches up his belt, 
and stands up to the toughest and 
fastest pitcher the league has ever 
known. 

“O. K,” says Dan, “let’s see what 
you've got.” 

With that he steps into the first pitch, 
a burning fast one, and lays it up 
against the bleacher fence. That, 
gentlemen, was Dan Riley in 1907. 

D. F. Riley of North Hatfield, Mass., 
in 1934 is the same, cool, calculating 
person of confidence. He stepped into 
a fast one—our recent depression—and 
countered it by ac- 
quiring an old gun 
shop property and 
converting it into 
a feed mill to man- 
ufacture com- 
plete line of Riley’s 
dairy and _ poultry 
feeds. Mr. Riley 
seems to have the 
faculty of shining 
his brightest when 
the odds against 
him are the great- 
est. 


“Running a feed business and playing 
baseball have a lot in common,” Mr. 


in there and 


Dan Riley 


Riley says. “Play it hard and clean 
and play to win. Give it the best 
you’ve got. The good athlete has con- 


fidence in himself and his ability. You 
certainly need this spirit in business.” 

In 1904 Mr. Riley entered the feed 
and grain business in the mill of E. 
Crosby & Co., Brattleboro, Vt. Under 
the guidance and leadership of Charles 
R. Crosby, the president of the firm, 
he learned the business in every detail. 
Mr. Riley pays tribute tc his former 
employer, saying: “Mr. Crosby taught 
me many lessons that have been of 
tremendous value to me in my business 
experience. He was one of the finest, 
most proficient men of the many I 
have known.” 

From his boyhood days Mr. Riley 
had a _ keen appreciation of sports. 
Basketball, track and baseball claimed 
him for their own. His love of clean 
living and the zest of contest added to 
his natural ability made him sure that 
his career was to be that of a big-league 
baseball player. 

Adorning the walls of his office today 
are many pictures of the baseball and 
basketball teams he played with as a 
young man. In 1907 Mr. Riley was 
playing the outfield with the Stafford 
club of the Bi-State league. He was 


F. Cook 


one of the league’s leading hitters and 
you may be sure the outstanding per- 
formance of Dan Riley played no small 
part in the Stafford club’s winning the 
pennant for that year. 

Tucked away in a drawer of Mr. 
Riley’s desk is a letter which, if you 
coax him, he may show to you. It is 
from Deacon “Deac’” White—and who 
among real baseball fans hasn’t heard 
and read much of this famous player? 
—as manager of the Edmonton club 
of Canada presenting Mr. Riley with 
a playing contract for the season of 
1909. 

Now during Mr. Riley’s ball playing 
days he was ever attendant upon his 
duties at the Crosby company. Upon 
receiving this letter with his contract 
he thought the matter over long and 
carefully and finally decided to decline 
the offer and turn his full attention to 
business. But for this decision it is 
safe to say the name of Dan Riley 
would have become a by-word in the 
baseball world. The loss to baseball is 
the gain in the feed and grain industry 
for Mr. Riley runs his business as he 
learned to play the game—hard, clean, 
and to win! 


In 1921 Mr. Riley decided to go into 
business for himself and acquired the 
present plant in North Hatfield. North 
Hatfield is ideally located in the fertile 
Connecticut river valley, a highly pro- 
ductive agricultural region. By con- 
stant vigil and properly applied hard 
work this modest beginning developed 
into a general farm supply store for 
the community. 


Handles Many Commodities 


Here again is shown the value of 
diversification in the feed store. From 
a small stock of grain and feed, Mr. 
Riley’s business expanded until he now 
handles cement, building supplies, paint 
and coal. Seeing the opportunity of 
selling his trade small tools he created 
a small hardware department which, 
though limited in articles, has added to 
the gross profit with unfailing regu- 
larity. One of the best paying de- 
partments is a healthy flour jobbing 
account which Mr. Riley has success- 
fully managed. He has supplied gro- 
cers and dealers in nearby towns and 
cities with several brands of flour for 
some years. It is extremely gratifying 
to ncte that the average turnover of 
this flour business has been running 
from 12 to 15 cars a year. A fine ad- 
dition to the feed merchant’s yearly 
shipments. 

In his span of business as a progres- 
sive feed dealer Mr. Riley has handled 
many commercial feeds. The total an- 
nual shipments of feedstuffs placed on 
the North Hatfield siding have aver- 
aged approximately 110 cars. To a 
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Picturesque to say the least is this busy 
feed mill operated by Dan Riley at Hatfield, 
Mass. The main plant is at North Hatfield. 


flour account of 12 to 15 cars, add 110 
cars of feedstuffs accompanied by a 
coal business of 3,000 tons and you have 
some idea of the business operations 
of Mr. Riley. Quite an accomplishment 
for a man who forsook the career of 
a professional ball player to become 
a feed dealer! 


When most business men were think- 
ing of anything but expansion Mr. Riley 
following his own ideas and dictates, 
bought the water powered mill of a 
former arms manufacturer located at 
Hatfield, Mass., and converted it into a 
modern, well-equipped feed mill. Feel- 
ing that he could increase his business 
by supplying his trade with a full line 
of dairy and poultry feeds of his own 
manufacture, he set up a 20 H. P. at- 
trition mill, a steel cut corn cracker, a 
receiving separator, a grader, a bag ele- 
vator, and a batch mixer. The new 
mill is well arranged and is a model 
of convenience and labor-saving plan- 
ning. Water powered mills played a 
tremendous and profitable part in the 
history of the feed business in New 
England in the past. When we find 
that a single day’s output of dairy feed 
last week was 11 tons plus other mixing 
and grinding, it is easy to believe that 
— will repeat itself at the Riley 
mill. 

Puts Quality in the Bag 

Mr. Riley says, “My best idea on 
merchandising my new feeds is to put 
quality into the bag. If I buy the 
best of ingredients and manufacture 
these feeds in the very best way 1 know 
how, I will build a successful business 
on my own line of feeds. I intend to 
have my feeds sell on their merits. In 
other words what will these feeds do 
for the feeder who is buying them? 
When a feed dealer sells his trade qual- 
ity merchandise he has little to fear 
from his competitor. In my 30 years 
of being the feed and grain dealer of 
my community I’ve never allowed a 
single thing to go out to my trade that 
didn’t conform to my ideas of value.” 

Harmony prevails in the every-day 
business movements of these two 
plants. D. F. Riley, Jr., is associated 

(Continued on Page Twenty-two) 
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his Month In Your Feed Store 


e Live Tips To Help You Get More Business 


Turtle Contest 


Turtles are known to reach a ripe 
old age and this gave an eastern feed 
merchant an idea. He obtained one of 
the creatures from a turtle farm and 
placed it on display in his feed store 
window. A large placard placed near 
the exhibit announced that a prize of a 
half ton of poultry mash would be 
awarded to the person who could guess 
nearest the turtle’s exact age. The con- 
test brought hundreds of observers to 
the store and incidentally directed their 
attention to a display of feeds and 
other products which made up the 
background. Local newspapers con- 
sidered the event of sufficient import- 
ance for several stories on their front 
pages and several columns of free pub- 
licity resulted for the store. 


Air Testimonials 


Comparatively few persons have ever 
enjoyed the privilege of hearing their 
voices broadcast over the radio. A 
dealer in the Middle West who spon- 
sors a regular program over a nearby 
station conceived the idea of giving his 
star customers a minute to tell of their 
experiences in using his feeds. The plan 


MANARD Quality Sugar 
Cane Blackstrap @ 


pleases the customers and gives the 
sales message presented on the air a 
local flavor that impresses those who 
are listening in. If the customer hap- 
pens to be adept at playing an instru- 
ment he is given additional time to 
present a few of his favorite numbers. 


Pop Corn Balls 


Each Christmas a Pennsylvania feed 
store orders a large supply of pop corn 
balls which it presents to the children 
who accompany their parents to the 
store. The gift is inexpensive but 
serves to bring many grown folks to 
the establishment with their kiddies 
who might otherwise go elsewhere to 
make their purchases. 


Earned Turkeys 


Realizing that many destitute fam- 
ilies in his town would be compelled to 
go without a full Thanksgiving dinner 
a Wisconsin dealer devised a plan 
whereby the unemployed could earn a 
turkey for themselves. He gave all 
those who desired an opportunity to go 
out and sell his flour and feed on a 
commission basis throughout his terri- 
tory. The plan resulted in a_ nice 


volume of business for the dealer and 
won for him the good will and gratitude 
of the families of means as well as 


those less fortunate. Needless to say, 
many homes enjoyed a real Thanksgiv- 
ing dinner which they would otherwise 
have been compelled to forego. 


Money in Furs 


In the northern section of the 
country an alert dealer realized that 
many farmers and their sons were in- 
terested in trapping for fur-bearing ani- 
mals. He, therefore, made arrangements 
te act as an agency for a fur buying 
house and put in a line of traps and 
other supplies and advertised the new 
department in his local newspapers. The 
idea brought many customers to the 
store and in addition to making a profit 
by itself was instrumental in boosting 
the sale of his standard line of products. 


Proper Stocks 


A New York dealer requires his em- 
ployes to make out a slip listing any 
item which a customer asks to purchase 
and which is not carried in stock. At 
the end of each month he checks the 
list to discover how many sales were 
lost. If a sufficient number, in his 
opinion, ask for a certain item, he makes 
it his business to see that it is carried. 
This plan enables him to obtain the 
maximum of sales and prevents his cus- 
tomers from going elsewhere to find 
the merchandise which they want. 


ELMER DE BUHR, LaBudde Feed 
& Grain Co., Milwaukee, is the proud 
father of a baby boy born October 5. 


$2.00 per DOZEN 


Molasses has the same carbohydrate 
feeding value as corn, pound for pound. 
If corn costs you less per ton delivered 
your station than Blackstrap Molasses, 
buy corn; otherwise use Cane Molasses 
in lieu of some corn. Blackstrap makes 
anything with which it is mixed more 
palatable and causes animals to drink 
more water. 


UVrtilize all products of the farm which 
have any feeding value whatever by 
mixing Molasses with those products. 


I¢ not in position to buy Blackstrap in 


Page Ten 


8,000 gallon tank cars recommend buying 
molasses feeds from Feed Manufacturers. 


ANARD MOLASSES 
COMPANY 


816 Howard Avenue, New Orleans, La. 


Wide-awake feed men read this magazine 
for better merchandising ideas, dollar mak- 
ing and dollar saving suggestions, latest de- 
velopments in feeding science and all im- 
portant news of thetrade. Order your dozen 
today by writing The Feed Bag, 210 East 
Michigan street, Milwaukee, Wisconsin. 


would be a high price 
for eggs but is little 
to pay for 12 issues 


of The Feed Bag.... 


a full year’s service 
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SALES Look through the advertisements in this issue of THE FEED 
HELP BaG and you will note that practically every manufacturer 

of commercial mixed feed or concentrates and many distrib- 
utors of ingredients offer ‘“‘sales help”’ to their dealer customers. 


We have had an opportunity to study several of these sales help programs 
and they were so good that, in our opinion, they couldn’t help but be worth 


a great deal of money to any dealer who will give the cooperation necessary 
for their effective use. 


At least a half dozen of the larger manufacturers have very comprehensive 
campaigns to help their dealers improve their general business as well as sell 
more of the manufacturer’s own products. The campaigns are all proved by 
actual tests before being offered throughout the trade and results are prac- 


tically as certain of achievement as the mathematical total of any given group 
of figures. 


Most of the campaigns concentrate their attack on ten or more ‘“‘key 
feeders,’”’ the names of whom are supplied by the dealer. Letters, booklets, 
circulars, testimonials, photographs and personal calls are all systematically 
employed to bear down on these feeders. Then, one by one, as they are con- 
verted as customers or given up as impossible, the old names are supplanted 
by new ones and the campaign continued with steady cumulative success. 


THE FEED BAG has always maintained that every dealer, whether he 
makes any mixed feed or not. should handle at least one or two outstanding 
brands of commercial mixed feed. Our reason has been that there will always 
be a demand for the scientifically balanced rations of the transit mixers and 
that this demand should be supplied by the present established feed trade 


and not from new outlets which the manufacturers undoubtedly will, if neces- 
sary, establish. 


There are many other reasons but in connection with this article we will 
only mention one more — the value of “‘sales help’’. The ideas any dealer 
can get from the feed manufacturer whose brands he handles should in them- 
selves make it worthwhile to have a commercial mixed feed account. 


The pity of it all— and the manufacturers verify this—is that com- 
paratively few dealers take full advantage of the sales help offered to them. 


DAVID K. STEENBERGH. 
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Milwaukee May Be Picked for Next 
National Feed, Grain Parley 


Crowd of 400 Gathers at Memphis 


HE 1935 convention of the Grain 

| & Feed Dealers National asso- 

ciation will very likely be held 

at Milwaukee judging from 

response to the invitation which was ex- 

tended at the 38th annual meeting in 

Memphis, October 15-17, by O. R. 

Sickert, president and Edward LaBud- 

de, past president of the Milwaukee 
Grain & Stock Exchange. 

The only other invitation received by 
the 400 delegates to the meeting in 
Memphis was from Omaha and, al- 
though the board of directors of the 
national association deferred decision 
in the matter, it looks as if Milwaukee 
will be the choice because Omaha has 
entertained the convention twice since 
the last meeting in the Wisconsin me- 
tropolis. 

Speakers Hold Interest 

Attendance at the convention was not 
as large as in some former years but 
interest in the addresses delivered at the 
business sessions each of the three 
mornings was at a new height as speak- 
ers discussed drought relief, codes, 
governmental regulation of the grain 
trade, business prospects and _ other 
miatters of general interest to all busi- 
ness men whether they are for or 
against the New Deal. 

The feature of the Monday morning 
meeting was an address by Chester C. 
Davis, administrator, Agricultural Ad- 
justment Administration, Washington, 
D. C., which he captioned: “Man 
Against Drought”. Mr. Davis reviewed 
all phases of the government’s efforts in 
behalf of the drought stricken farmers 
and asked for full cooperation of the 
grain and feed trades “to help assure 
distribution of available supplies to 
farmers at reasonable cost. This is 
naturally to your own interest, since 
every animal that is disposed of this 
winter because of lack of feed means 
that much less demand for feed in the 
future.” 

The report of the secretary, Charles 
Quinn, of Toledo, was also presented 
at the opening session. It was the 21st 
annual report that Charlie has made 
since he started serving the grain trade. 
He recalled all the activities of the as- 
sociation and closed with a glowing 
tribute to George Booth of Chicago, as- 
sociation president during the trying 
two years just brought to a close. 

Grain Trade Regulation 

The history of governmental effort to 
regulate the grain trade since the days 
of the “first farm board in A. D. 97, 
when the Chinese government launched 
a program of buying up grain in years 
of plenty and storing it for times of 
scarcity”, was explained by George H. 
Davis, Kansas City, Mo., chairman of 
the national code authority for grain 
exchanges. He pointed out how each 
effort had failed and issued a warning 
against further attempt in the United 
States. 

“Unless legislative restrictions are so 
severe that we cannot operate,” he said, 
“the United States producer of grain 
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Grain Trade Leaders for the New Year 


OFFICERS 
F. A. Derby, Topeka, Kans., President 
Otto F. Bast, Minneapolis, 
W. M. Moore, Covington, Ind., Second Vice President 
Charles Quinn, Toledo, Ohio, Secretary-Treasurer 


DIRECTORS—Elected for Two Years 


Minn., First Vice President 


Frank Gillette, Nashville, Tenn. 

J. A. Linderholm, Omaha, Nebr. 
Harry Volz, Louisville, Ky. 

Chas. Robinson, Memphis, Tenn. 
C. A. Davis, Cedar Rapids, Ia. 

Geo. Wood, Buffalo, N. Y. 

John R. Jirdon, Morrill, Nebr. 

S. P. Mason, Sioux City, Iowa 

(Elected for one year to fill vacancy) 


will continue to have the benefit of the 
lowest marketing cost of any staple 
farm commodity in this country or in 
any other country in the world. If the 
service rendered under the grain ex- 
change system is impaired or destroyed, 
then the full responsibility for condi- 
tions which would inevitably follow 
must be assumed by our law makers.” 

The only other speaker Tuesday 
morning was C. B. Rader, secretary of 
the St. Louis Merchants Exchange, who 
read the address of his chief, E. C. 
Dreyer, president of the National Fed- 
eration of Feed Associations. Mr. 
Dreyer’s paper retold the history of the 
still unsigned Code of Fair Competi- 
tion for the Feed Trade (except whole- 
sale feed manufacturers). 

Harriman Discusses NRA 

The feature address of the conven- 
tion was delivered at the closing session 
by Henry I. Harriman, president of the 
Chamber of Commerce of the United 
States, Washington, D. C. Mr. Harri- 
man discussed the New Deal and its 


WISCONSIN 

Ed Holzhueter, Waterloo feed mill, 
Waterloo, has remodelled his plant and 
installed a new mixer. 

Henry Konkel, proprietor Konkel’s 
mill, near Baraboo, died suddenly Octo- 
ber 8 of a heart attack while working 
about his plant. 

W. N. Torgerson has opened a feed 
store at Iola. 

H. J. Erickson, H. J. Erickson Feed 
Co., Blanchardville, has purchased an 
additional building and enlarged his 
plant. 

Bloomer Farm Products Co., Bloom- 
er, has installed a new feed mixer. 

August Kuehl has taken over the 
New Richmond Roller Mills Co. feed 
plant, Thorp, which he formerly man- 
aged. 

Ludington Patton, Sr., vice president, 
Pittsburgh Plate Glass Co., Milwaukee, 
died October 20 following a brief ill- 
ness. 

E. Liethen Grain Co., Appleton, has 
increased its capital stock from $75,000 
to $125,000. 
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effect upon the nation’s business and 
proposed several changes for the new 
law which is to make NRA permanent 
after the expiration of the present emer- 
gency act in June. Among other things 
he suggested that NRA be administered 
by a board of five, that it should be 
correlated or possibly consolidated with 
the Federal Trade Commission, that en- 
forcement should be through regular 
legal procedure as in the case at present 
with violations of Federal Trade Com- 
mission rulings, that industry should 
really write its own codes with govern- 
mental powers limited to either approv- 
ing or rejecting any proposal and that, 
inasmuch as present codes now place 
a great responsibility on the employer, 
the codes of the future should put equal 
responsibility upon labor. 

The final address of the convention 
was delivered by Prof. A. G. Philips, 
Allied Mills, Inc., Chicago. This ad- 
dress is of particular interest to feed 
dealers and is, therefore, published else- 
where in this issue of The Feed Bag. 


CHARLES STRUVEN, treasurer, 
Chas. M. Struven & Co., Baltimore, 
Md., is the proud father of a baby girl 
born recently. The little lady has been 
christened Louise Robinson Struven, 
and both she and mother are doing 
nicely. 


E. C. KOVACH, Arcady Farms Mill- 
ing Co., Chicago, returned recently 
from a business tour of the eastern 
states. 


MILLERS TO MEET 

The fall convention of the Millers 
Naticnal Federation will be held at the 
Chase hotel, St. Louis, Mo., Novem- 
ber 14. Legislative problems and the 
administration of code provisions relat- 
ing to destructive price cutting are to 
be discussed. The newly elected code 
authority will meet on Tuesday pre- 
ceding the convention and on Thursday 
the regional code directors will be in 
session. The federation will be host 
to millers at a dinner Wednesday even- 
ing. 
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Little Thought 


NOW 
May Stop Customer 


Complaints 


ERE are the most common reasons for a 
customer’s dissatisfaction with mixed 

feeds. It will only take a minute to check 
them over. 
1. Feed not fresh. 
. Not like the last batch in appearance. 
Lumpy, or otherwise poorly mixed. 
Failed to deliver the goods. 
Unappetizing to animals. 
Lacked some necessary ingredient. 


Failed to maintain economical high pro- 
duction. 


Do customers ever mention these points in 
connection with your feeds? If so, you should 
know that NOT ONE OF THESE COMPLAINTS 
CAN TRUTHFULLY BE MADE ABOUT ANY 
WAYNE FEED. 


ALLIED MILLS, 


ADVERTISING DEPT.— FORT WAYNE, IND. , 


This seems like a tall statement; but it is 
absolutely true. Wayne Feeds satisfy cus- 
tomers on all the above points, and more too. 
They find they are making more profits over 
feed cost than ever before. They find every 
lot exactly like the last lot—and the feeds al- 
ways fresh, palatable, stimulating, and health- 
ful. That is why Wayne Dealers have an 
edge over competition in repeat sales and 
volume building. 


Complaining customers rarely come back. 
Wayne eliminates complaints. 


Inquiries welcomed. Use this coupon: 


ALLIED MILLS, INC. 


WRITE NOW 
Advertising Dept., Fort Wayne, Ind. 


Gentlemen: Please send me, without cost, further information 
about Wayne Feeds. No obligation attached. 
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Commercial Feed Sales Stimulated 
By Educational Campaign 


A. G. Wells Co. Combats Home 


CONSTANT educational pro- 

gram on the part of the A. G. 

Wells Co. De Pere, Wis., to 

get farmers to use commercial 
poultry feed has gained results during 
the past few years. This campaign has 
been so successful that the Wells firm 
has sold about 90 per cent of its en- 
tire feed volume in commercially mixed 
feeds. The remaining 10 per cent is 
made up of concentrates and feed mixed 
for farmers on request. 

D. A. Wishart, secretary and treas- 
urer of the firm, illustrates how this 
campaign has worked out. f 

“For years we have been telling 
farmers that a commercially mixed feed 
is more uniform than a home mix,” he 
declared. “We have stressed this so 
much that farmers have gotten into the 
habit of checking their results and have 
found that we were right. There is a 
definite swing to commercially mixed 
feeds throughout this whole area. Farm- 
ers have learned that they are not get- 
ting the benefits from home mixed feeds 
that they expected.” 

Farmer Learns Lesson ' 

Mr. Wishart goes on to explain a 
certain case in his trading area this 
spring. A poultry raiser brought in 
some grains which he wanted mixed 
according to one of his pet formulas. 
He planned to feed the mix to a flock 
of 700 chickens. Mr. Wishart inspected 
the grain and shook his head. He told 
the farmer that he would do better to 
buy commercially mixed feed for the 
flock during the growing season, then 
save this grain to feed whole when the 
chickens were full grown in the fall. 
But the farmer insisted on the mix and 
Mr. Wishart reluctantly complied with 
the man’s request. 

Several weeks later the farmer re- 
turned to the Wells firm. More than 
200 of his chickens had died. The man 
was now ready to try the uniformly 
mixed commercial feed. Mr. Wishart 
was glad that the man had seen the 
error in his feeding. When the farmer 
came back two weeks hence he said 
he had lost only two chickens since 
using the commercial feed. 

Back to Home Mix Again 

However, to Mr. Wishart’s astonish- 
ment, the farmer said, “Well, I think I 
have solved my feeding problem now. 
As long as I have the chickens along 
this far on commercial feed I think they 
are now in the right condition to go 
back on home mix. Believe me, a 
fellow must save money wherever he 
can.” 

Mr. Wishart pointed out that one 
could not save money by feeding a 
home mix that had lost over 200 chick- 
ens in two weeks, that it would have 
been greater economy to have used a 
commercial feed from the start. But 
again the farmer was certain that he 
knew better. 

Within ten days the farmer returned 
with a long face and a generally chas- 
tised expression. 

“I think you were right, Mr. Wis- 
hart,” he said. “I lost over 25 chickens 
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on that darn home mix. I’m through 


with it. From now on I stick to com- 
mercial feed to get these chickens 
through. I can save my whole grains 


until fall and use some of them then.” 


“Tnstances like this have been numer- 
ous during the past few years,” said 


Mr. Wishart. “Farmers who think they 
are able to mix feed as well as manu- 
facturers who spend years in trying to 
make good mixes are mistaken. When 
one begins experimenting with feed for 
poultry flocks and dairy herds he is 
taking a big risk. If a farmer expects 
to get the best possible. results from 
his flocks he must supervise their feed- 
ing very carefully.” 


MINNESOTA 

Percy Cook is the new manager of 
the Hayward feed mill, Mantorville. 

H. E. Landru has purchased the in- 
terests of his partner, Almer O. Velta, 
in the feed and produce firm of Landru 
& Velta, Canby. 

A. Tone, Jr., is planning to open a 
new flour and feed mill at Northome. 

Lengby elevator and feed mill, Leng- 
by, was destroyed by fire October 2, 
with a loss estimated at $15,000. E. E. 
Bullock is manager of the firm. 


RELIEF FEEDS 

The needy unemployed received 692,- 
228,274 pounds of foodstuffs during the 
12 months ending September 30, accord- 
ing to Harry L. Hopkins, federal emer- 
gency relief administrator. in- 
cluded 13,240,135 pounds of feed grains 
comprised of wheat, corn, oats, barley 
and milo shipped to farmers in drouth 
and — areas for sustenance of live- 
stock. 
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Mixing 


There are certain farmers in the De 
Pere area who have learned that it pays 
to stick to uniformly mixed commer- 
cial feeds. They not suc- 
cumbed to the home mixing fad, for 
they have seen that generally it does 
not pay. Mr. Wishart is able to point 
to these satisfied customers, and this of 
course assists him greatly in increasing 
his sales of commercial feed. 

“What use is there in feeding poultry 
poor feed,” declared Mr. Wishart. “‘It 
has been proved that the human body 
needs the proper kind of food to func- 
tion well. The same is true to a large 
extent with poultry. If one expects 
chickens to develop to a point where 
the egg yield will be uniform and pro- 
fitable, he must give poultry the right 
kind of feed. In the old days any 
sort of food seemed to do, but remem- 
ber the mortality rate was high and the 
egg yield was haphazard. 

Efforts Well Rewarded 

“The farmer who will study his flocks 
carefully and who will also accept the 
benefits which come to him in the form 
of scientific research will usually pro- 
fit. We have been educating farmers 
in this territory for many years con- 
cerning the advantages of proper feed- 
ing. Through the recent depression 
farmers who followed our advice did 
benefit. That such an educational pro- 
gram brings results is shown in the 
large volume of commercial feed sales 
attained. 

“We have been in business here for 
more than 50 years. During that time 
we have tried to build confidence and 
good will. We realized from the be- 
ginning that if we were to succeed we 
would have to get the confidence and 
respect of the farmer, so that when we 
gave him advice he would accept most 
of it. This policy has worked out well. 
We have many successful poultry rais- 
ers in this area as well as a number 
of excellent dairy herds. They are the 
backbone of our business.” 


FEED CENSUS 

The number of persons employed in 
plants engaged in the manufacture of 
prepared feeds for animals and fowls 
in 1933 increased from March to June 
and from June to September but 
dropped slightly during the last quarter 
of the year, according to the bureau of 
census, United States department of 
commerce. The total value of products 
made in 1933 was $157,838,626 at f. o. b. 
factory prices as against $209,921,164 re- 
ported for 1931, the last preceding 
census year, and $402,752,534 for 1929. 


BENEFIT PAYMENTS 

A total of $294,809,568 has been 
added to farm income in 1933 and 1934 
in rental and benefit payments dis- 
bursed up to September 1 to farmers 
cooperating in the adjustment programs 
for wheat, cotton, tobacco, corn and 
hogs, according to figures recently re- 
leased by the Agricultural Adjustment 
Administration. 
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Your Mixed Feeds will have All Needed “G’ 


when you add the correct percentage of 


MILK SUGAR FEED 


the Most Economical Source 


ALSO RICH IN... 


LACTOSE: KRACO contains better than 
70% lactose (milk sugar). The right per- 
centage of KRACO in the feed assures a 
steady flow of lactic acid in the intestines 
to promote the ‘‘friendly’’ bacteria that 
overcome parasites. Further, lactose aids 
in assimilation of calcium and phosphorus. 
It provides needed energy for the birds. 


MINERALS: Milk minerals, notably 

(calcium and phosphorus), present in 

KRACO total 8% to 9%. No minerals from 

outside sources are added to KRACO. These 

milk minerals help build sturdy frames, 

the first requirement in growing chicks 
into healthy, rugged birds. 


KRACO 


There can be no question about feeding adequate vitamin G, 
the growth vitamin, in your feeds when KRACO, Milk Sugar 
Feed, in its proper proportion, is part of the ration. 


Milk Sugar Feed has a vitamin G potency of 50% more than 
other similar commercial food concentrates fed for hatch- 
ability and growth. Scientific findings at Cornell show how 
essential vitamin G is to the ration. . . . Vitamin G is neces- 
sary to produce hatchable eggs, for rapid development in 
chicks and for health in sustained production. ... Other 
tests at Alabama show how the lactose (milk sugar) aids in 
maintaining intestinal health in poultry. KRACO contains 
better than 70% lactose. 


KRACO, Milk Sugar Feed, is dried cheese whey, made under 
a special process developed and perfected in Kraft-Phenix 
Laboratories. It is a dried powder, packed in 100 ib bags, 
and mixes easily. KRACO on its merits, has won a permanent 
place in laying, growing and starting mashes in the foremost 
poultry sections of our country. Let us tell you what leading 
feed manufacturers using KRACO say about it as a builder of 
greater feed sales. For full information write to: 


KRAFT-PHENIX CHEESE CORPORATION Dept. 000 CHICAGO, ILL. 


SELL YOUR TRADE LAYING, GROWING and 
STARTING MASHES that CONTAIN KRACO 
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Motto of One Price, One Quality to All 
Wins Trade for Michigan Firm 


Friendly Relations With Customers Stressed 


HE concern that “friendship” 

built. 
Such is the reputation of the 
New Troy Milling Co. New 
Troy, Mich. Situated for 67 years in 
this vicinity, the firm is known as one 
of the most enterprising in the state, 
doing an annual business in excess of 
$100,000. What is most significant is 
that the feed mill's progress was due 
fundamentally to its policy of friend- 


ship and personal contact with its 
customers. 
When the establishment was first 


started in 1867 by the late Mr. Morley, 
father of the present proprietors, Floyd 
and Thomas, it comprised a small, un- 
pretentious structure. It wasn’t long, 
however, before the Morley 
became a by-word among feed buyers in 
that section, increasing the business by 
leaps and bounds. 

Many of its original customers who 
started patronizing the feed concern 67 
years ago are still steady patrons. Some 
of the major considerations that have 
helped the concern in retaining its old 
customers and constantly making new 
ones are: First, its spirit of fraternali- 
zation with the customer and its at- 
tempt to develop acquaintanceship with 
him on a personal and social as well 
as a business basis; second, its plan of 
institutionalizing its business in the lo- 
cality by sending out feed experts who 
regularly visit feed buyers and prospec- 
tive buyers and advise them on their 
feed difficulties; third, its method of 
circularizing its clientele with specific 
offerings in feeds such as phoning the 
customer on the occasion of special 
sales and advertising extensively in lo- 
cal periodicals; fourth, its definite policy 
of never cutting prices, and always 
maintaining a “one price—one quality” 
basis for every customer; fifth, its con- 
stant research into latest developments 
in feeds and feeding. 

As a sixth factor, the concern main- 
tains its own farm which aids it in 
gaining the viewpoint of the feed buyer. 
A seventh factor in the success of the 
concern is its prompt and extensive de- 
liveries. Two attractive delivery trucks 
are operated. 

“We can say, with justifiable pride, 
that we are doing a thriving business 
now, and have been making money 
since the start,” explained Floyd Mor- 
ley. “This has all resulted from our 
original policy of catering to the needs 
of the customer. We have attempted 
to accomplish this by trying to make 
him feel that he is a personal friend 
of members of the concern aside from 
his business relationship. We make a 
regular practice of dropping in for a 
social visit, inviting him to dine with 
us occasionally and _ possibly joining 
him in some form of entertainment. 

“Another successful method for de- 
veloping personal contact which we use 
is that of sending out feed experts at 
regular intervals to advise the customer 
on his individual feed problems. For 
this task we have two men affliated 
with our concern. One is versed on 
chicken feeds, the other on dairy feeds 


policies 


and they make regular visits to the 
feed buyer, counseling him on his feed- 
ing difficulties. This plan has the valu- 
able effect of institutionalizing our con- 
cern in the locality, making the feed 
buyer look forward to the visit of our 
representative as much, perhaps, as he 
looks forward to the visit of the mail- 
man or the local train. The plan has 
a valuable advertising effect for our 
concern, many orders coming in direct- 
ly through these feed experts.” 

The New Troy Milling Co. also sends 
out circulars to every probable feed 
purchaser in the vicinity, informing him 
of the market conditions of the feeds 
then in current use, and also clarifying 
any problems usually encountered in 
the use of these feeds. These are called 
“seasonal circulars” and concern them- 
selves with chick feeds, growing mash, 
cgg mash, and dairy feeds. 


“There is still another important 
factor in our policy that has helped us 
in keeping our customers,’ Mr. Morley 
continues. “That is our rule that prices 
should never be unjustifiably cut, and 
that we should always make a certain 
profit on our feeds regardless of other 
conditions. Such a guarantee to our 
customer of ‘one price and one quality’ 
has helped to build a reputation and 
makes the customer much more satis- 
fied with his purchases than if there 
had been several prices and he was 
forced to bargain every time he pur- 
chased.” 

The company also owns a branch in 
the nearby town of Baroda, Mich. Some 
time ago the concern assumed milling 
operations, and at present has a 75- 
barrel capacity and markets many of 
its own products with facilities among 
the most modern in the country. 


Here Are Correct Namesof Men 
On Headhunter Page 


HE portraits on the opposite 
page were originally published 
| in the June number of The Feed 
Bag. All the photographs had 
been taken during the annual conven- 
tion of the American Feed Manufactur- 
ers association, just a few days before 
the June issue went to press, so that 
the editors of The Feed Bag thought 
there would be a good many in the 
trade who could name all the men on 
the page. 

Several dozen people sent in lists of 
names but even such veterans as Floyd 
Wilson, Ralph Field and Warren An- 
derson made at least three mistakes 
apiece. There was nobody able to cor- 
rectly name all the men. 

So, for the benefit of those who 
would like to be able to recognize their 
friends in the future, we are reprinting 
the page and you will find the correct 
name of each feed man herewith: 

1—A. E. Chapman, Central Bag & 
Burlap Co., Chicago; 2—Ralph Field, 
American Feed Manufacturers associa- 
tion, Chicago; 3—Marlon Brando, Cal- 
cium Carbonate Corp., Chicago; 4—A. 
V. Jay, National Oil Products Co., 
Harrison, N. J.; 5—H. L. McGeorge, 
Royal Feed & Milling Co., Memphis; 
6—R. Emil Barinowski, Feedright Mill- 
ing Co., Augusta, Ga.; 7—Charles R. 
Decker, Chase Bag Co., Chicago; 8— 
C. B. Fretwell, Spartan Grain & Mill 
Co., Spartanburg, S. C.; 9—V. F. Fer- 


neau, Dewey Bros. Co., Blanchester, 
Ohio. 
10—Stanley W. Watson, S. Howes 


Co., Silver Creek, N. Y.; 11—Adolph 
D. Bresler, Meat Products Co., Chicago; 
12—Andrew Lippelman, Ubiko Mill- 
ling Co., Cincinnati; 13—Gustaf Acker- 
man, Oyster Shell Products Corp., New 
York; 14—Hunter Goodrich, Archer- 
Daniels-Midland Co., Miiwaukee; 15— 
C. Neil Barrett, Northrup, King & Co., 
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Minneapolis; 16—Stanley W. Dreyer, 
Dreyer Commission Co., St. Louis; 17 
—E. P. MacNicol, Southern Mixed 
Feed Manufacturers association, Mem- 
phis; 18—A. B. Conkey, G. E. Conkey 
Co., Cleveland. 

19_J. J. Ferguson, Swift & Co., Chi- 
cago; 20—Floyd Wilson, Denver Alfal- 
fa Milling & Products Co., Lamar, 
Colo.; 21—Leslie M. Brown, National 
Oil Products Co., Harrison, N. J.; 22 
—Clarence A. Coddington, Beacon Mill- 
ing Co., Cayuga, N. 23—W. C. 
McGlasson, Darling & Co., Chicago; 24 
—Ellis T. Early, Early & Daniel Co., 
Cincinnati; 25—George G. Keith, Her- 
mitage Feed Mills, Nashville; 26—John 
W. Powley, Armour & Co., Chicago; 
27—William J. Westerman, Oyster 
Shell Products Corp., St. Louis; 28—L. 
R. Hawley, Quaker Oats Co., Memphis. 

29—Ernest C. Kessler, Ames-Burns 
Co., Jamestown, N. Y.; 30—Searle 
Mowat, Larrowe Milling Co., Detroit; 
31—James D. Ditzler, Ames-Burns Co., 
Jamestown, N. Y.; 32—Maxwell M. 
Nowak, Nowak Milling Co., Hammond, 
Ind.; 33—Edward D. Gelzer, Penick & 
Ford Sales Co., New Orleans; 34—F. S. 
Sheets, G. E. Conkey Co., Cleveland; 
35—Guy E. Hillier, Penick & Ford 
Sales Co., Cedar Rapids, Iowa; 36—A. 
F. Seay, Purina Mills, St. Louis; 37— 
R. E. Nye, Denver Alfalfa Milling & 
Products Co., St. Louis; 38—Charles 
Van Horssen, Washburn Crosby Co., 
Minneapolis; 39—G. E. Todd, Maritime 
Milling Co., Buffalo. 

40—L. W. Dewey, Dewey Brothers 
Co., Blanchester, Ohio; 41—John W. 
Jouno, Donahue-Stratton Co., Milwau- 
kee: 42—-Max F. Cohn, Sunset Feed & 
Grain Co., Buffalo; 43—-Harry L. Reins- 
hagen, Cereal By-Products Co., Minne- 
apolis; 44—Harry G. Cowan, Spencer 
Kellogg & Sons Sales Corp., Minne- 
apolis. 
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Profit Two Ways in Campaign 
Against Poultry Diseases 


EINDERS BROS., Elm Grove, 

Wis., obtain a large volume of 

poultry remedy business by call- 

ing the attention of their cus- 
tomers to the great losses resulting 
from worm-infested flocks. 

The information is conveyed to the 
trade in a special broadside which points 
out the low cost of protecting hens 
against this menace and in which a free 
booklet describing poultry diseases is 
offered. Window displays feature the 
poultry remedies handled for several 
weeks after the mail piece is issued. | 

“We profit in two ways by emphasiz- 
ing the importance of keeping chickens 
free from disease,” explains Roland 
Reinders. “First of all, we make money 
on the remedies which we_ handle. 
Second, we are helping to keep the 
poultry flocks in our territory healthy. 
This means customers who are better 
satisfied and who will buy more feed. 

“Whenever something happens to the 
flock the farmer usually blames the feed. 
By calling attention to worm symp- 
toms and other diseases and supplying 
effective remedies for them we are les- 
sening the chances of these complaints 
and protecting our reputation against 
false claims.” 


Reinders Bros. also hold a poultry ° 


clinic each year at which diseased birds 
are dissected by a poultry expert who 
explains the causes and cures for each. 
A special service man is maintained for 
the purpose of assisting customers in 
preventing and curing all types of dis- 
eases. 

“We feel that the time and money 
spent in this respect are well repaid,’ 
Mr. Reinders reports. 

A broadside recently sent by the firm 
to its poultry customers reads in part 
as follows: 

“The demand for good quality eggs 
is much better now than a year ago. 
Commission houses anticipate paying 
higher prices for good quality eggs this 
fall and winter than they have for the 
past several years. These facts and 
others convince us that poultry men 
will make more money on their chick- 
ens this year than they have in the 
past three years, even in the face of 
present high feed prices. 

“Are YOU going to be among the 
successful poultry men to cash in on 
this situation? 

“Poultry men, however, are being 
robbed of thousands of dollars in 
profits annually because they have not 
recognized the thief who has invaded 
their farms and robbed them of many 
extra large eggs their chickens would 
have laid were they given a chance. 
This thief spreads the germs that 
undermine the health and vitality of 
your birds, causing lower production 
and smaller eggs, higher mortality and 
unnecessary periodical moults. 

“This thief is a worm, sometimes 
kard to see but nevertheless very de- 
structive. Commission men and poultry 
experts agree that more than 90 per 
cent of all chickens are infected with 
worms. Flies, ground worms, slugs and 
sparrows bring them into your poultry 
yard. Yearly change of range for your 
young birds will help considerably 
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toward controlling worms. If you want 
your birds to lay well this winter, you 
must keep them free from the inter- 
ference of these worm parasites. 

“We hope you will consider this 
worm situation seriously, then come in 
and let us help you, for we want you 
to get plenty of eggs this winter and 
make more money out of your flock. 

“Remember also, if you have had 
trouble with colds, roup, pox or other 
poultry troubles last year, we have 
vaccines for the prevention and cure 
of many of these diseases. We would 
be only too glad to vaccinate your flock 
and save you further worry. 

“If you are interested in poultry dis- 
eases, their symptoms, how to treat and 
cure them, ask us for a 60 page book- 
let which is free to our customers. This 
booklet describes all poultry diseases, 
shows pictures in colors of all the vari- 
ous diseases and parasites that may at- 
tack your flock.” 


Roland Reinders 


Purina Eastern Sales Office 
Moved to Philadelphia 


HE Atlantic states sales office of 

the Ralston-Purina Co., manu- 

facturers of Checkerboard feeds 

and cereals, has just been moved 
from St. Louis to Philadelphia, accord- 
ing to announcement made by Purina 
general sales headquarters at St. Louis. 
C. E. Dutrow, a native Pennsylvanian 
of wide acquaintance in the eastern 
feeding industry, will have charge of 
the new Philadelphia office which is 
located in the In- 
surance Company 
of North America 
building. He will 
direct the sales ac- 
tivities for his 
company in the 
states of Pennsyl- 
vania, West Vir- 
ginia, New Jersey 
and Delaware, an 
area which has 
been under his 
supervision since 
1920, working out 
of St. Louis. 

It was in the territory around Phila- 
delphia that Dutrow began his sales 
career with the Purina organization 22 
years ago, starting as a local represen- 
tative. Eight years later, after having 
made a most outstanding record in de- 
veloping the feed business in this sec- 
tion, he was promoted to Atlantic 
states salesmanager with headquarters 
in St. Louis. 

“The change of location has been 
made necessary by greatly improved 
feeding conditions in the East,” says 
William Sample, Purina vice-president 
and general salesmanager. “The  in- 
creased farm buying power and conse- 
quently increased demand for quality 
feed service and results call for the 
closest personal contact between a man 
of Dutrow’s knowledge and experience 
and the salesmen, feed merchants, and 
farm trade in the states over which 


Cc. E. Dutrow 


THE FEED BAG—NOVEMBER, 1934 


he has direct control. It will be to 
the better advantage of the whole feed- 
ing structure to have our sales office 
right there on the home ground and 
most directly in touch with all local 
conditions. Dutrow’s many friends 
and acquaintances will, I know, be 
pleased to hear of his establishment in 
Philadelphia.” 


B. L. HILGER, Adell Cooperative 
Union, Adell, Wis., this fall completed 
his 25th season in baseball. He is a 
crack player in the Three “I” league in 
that section of the country, and_ his 
brilliant performance has _ contributed 
much to the success of his team. Mr. 
Hilger believes that 25 years at the 
geme is enough and plans to retire 
from active playing next season. 


ERNEST BRUEMMER, a partner 
in the Bruemmer Bros. mill, Algoma, 
Wis., died recently following a heart 
attack. 


FRANK LUPIN, Bancroft, Ia., has 
erected a new building and _ instailed 
grinding and mixing equipment and 
will again engage in the feed business 
after being absent from it for several 
years. 


JOINS PIERCE & CO. 

; . Cummings, secretary, Ohio 
Grain, Mill & Feed Dealers association, 
has joined the staff of E. A. Pierce & 
Co., New York, and will be located in 
the Columbus, Ohio, offices of the firm 
at 8 East Broad street. Mr. Cummings 
has been connected with the grain and 
feed trade for many years and his many 
friends wish him success in his new 
connection. E. A. Pierce & Co. holds 
membership in the New York Stock 
exchange, the Chicago Board of Trade 
and all of the other large commodity 
markets and has offices in 40 cities 
throughout the United States. 


. 


Good Merchandising 
Necessary to Stay 


In Feed 


Business 


And Make Money 


By A. G. Philips 


good merchandiser in order to 

stay in business. He can be 

even more successful if the men 
working for him are good merchan- 
disers. 

Merchandising is composed of (1) 
Keeping old customers; (2) Getting 
new customers; (3) Increasing sales; 
(4) Selling feed at a profit. 


Strive for Volume 

The most important thing to do in 
crder to maintain a retail feed store is 
to get volume. We must have sales. 
When sales are made, the quality and 
price must be satisfactory to the cus- 
tomer and the margin of profit satisfac- 
tory to the dealer. In other words, they 
must both be satisfied, in which event 
it would be termed good merchandis- 
ing. The actual saie itself is the last 
step in good merchandising, because in 
99 out of 100 sales it is not the good 
salesmanship that makes the sale but 
the other things that lead up to the 
sale. Attractive places, proper prices, 
allowing sufficient margins, cash busi- 
ness eliminating credit losses, courtesy, 
personality of the manager, special serv- 
ices, et cetera are the other things 
which we call merchandising. 

Buying is also a part of merchan- 
dising and is probably more important 
than selling. A man running a feed 
store who is in a position to know 
where he can buy the proper things at 
a low price, in order that he may be 
in a position to sell at a favorable price 
and still make money, is considered a 
good merchandiser. 


Margins and Expenses 


Another important thing in the oper- 
ation of a retail feed business is the 
margin, but this is governed to a great 
extent by the overhead expenses. In 
other words, a man must get sufficient 
margin on the merchandise he sells in 
order to take care of his expenses and 
still have some left as a profit for him- 
self. Good merchandising requires that 
the head of the business see that the 
interests of the concern are operated 
upon the most economical plan_pos- 
sible and expenses kept to the minimum. 

He should know what each item of 
expense costs him and whether or not 
it is necessary. He should know each 
month what percentage of his sales are 
expenses in order that he might deter- 
mine the amount of expense per ton of 
feed that he sold. If his expenses are 
running 7 per cent, 8 per cent, or 10 
per cent of his sales, he knows it is nec- 
essary that his margins be greater than 
that in order that he may stay in busi- 
ness. Being able to keep the expenses 
down to the very minimum enables a 
man to operate on a little smaller mar- 


A etn feed dealer must be a 


gin than he ordinarily would, making 
him a better merchandiser. Naturally, 
smaller margins would be responsible 
for increased volume. 

Accounts Receivable 


Cash business is good merchandising. 
Anything other than the cash business 
is not 100 per cent good merchandis- 
ing. We find that some credit business 
is necessary, but too much of it is taken 
for granted or as a matter of course 
and this results in failure. Good credit, 
properly handled, is an asset to your 
business. If a feed dealer is going to 
extend any credit at all, I believe the 
best thing for him to do before start- 
ing out on a credit basis is to establish 
a definite credit policy and stick to it. 
By credit policy we mean the time limit 
for payment, the total limits of accounts 
in dollars and cents and the strict rule 
which will be enforced if the customer 
does not adhere to the policy. 

We find that the most important 
thing in issuing credit is the definite 
understanding that you have with the 
customer at the time credit is extended. 
This is very important. Another im- 
portant thing is to have your definite 
credit policy effective with all custom- 
ers and make no special arrangements 
or grant any special privileges to a few. 
Let the customer know that it is a priv- 
ilege to grant him credit and that he is 
to pay the account within seven or 15 
days, whichever it may be, and have it 
definitely understood that way when he 
asks for credit. Then follow it up to 
see that it is collected on the date speci- 
fied or no further credit will be extend- 
ed to him. Credit losses will not be so 
heavy then, although there will still be 
some. Good accounting requires that a 
reserve be set up at least each month 
to offset losses that may be experienced 
through the extension of credit. If a 
reserve is not provided, the dealer is 
only kidding himself as to his profits. 
At some time or other he will suffer 
severe losses on accounts whjch might 
seriously lower his financial standing. 

Any credit extension over 30 days is 
foolish. Some have found that since 
they have put their stores on stricter 
credit policy, it has made the collections 
much easier and they have lost very 
little business. In fact, they are getting 
some of the better business. Credit 
handled on a business-like basis, on all 
accounts collected, is good merchandis- 


ing. 
Sell Goods That Move 


The handling of inventories is also 
good merchandising and very important 
in the operation of a retail feed store. 
Lowering markets can seriously cut into 
the profits of a feed business. It is very 
essential, therefore, that inventories be 
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A. G. Philips 


Mr. Philips, Allied Mills, Inc., Chicago, 
who delivered this address at the Memphis 
convention of the Grain & Feed Dealers 
National association is a sales expert who 
knows whereof he speaks. 


closely watched. Merchandise _ that 
moves out makes money, but merchan- 
dise that stays on the floor for 30 days 
loses money, even though the price does 
not change. 

The good feed dealers have some 
sort of perpetual inventory or some 
system of knowing what they have on 
the floor at least once a month; also, 
they know what is moving and what is 
not moving. Even with close super- 
vision and continual watching of inven- 
tories, a great many items of merchan- 
dise will stay on the floor for one, two, 
and three months at a time. Without 
this close check this condition would be 
much more serious. Keeping in the 
store the things that sell, as well as 
what the customers want, and not buy- 
ing a lot of things that do not move, 
constitutes a great part of good merch- 
andising and has a lot to do with mak- 
ing or losing money in a feed store. 

Advertising is a part of merchandis- 
ing, including window displays, testi- 
monials, bulletin boards, ads in papers, 
and many other things to keep old cus- 
tomers and get new ones. The manner 
of advertising varies in different places. 
A good merchandiser will determine 
where and how he should advertise and 
what brings the best results at the least 
cost. This problem must be determined 
by the man himself after experience in 
his own locality. 

Appearance of Store 

Too much cannot be said about clean 
stores and the personal appearance of 
all the men working in the store. It is 
a difficult problem to criticise or change 
the personal appearance of the help 
unless a definite policy is set out for 
all the men collectively. This, we be- 
lieve, is necessary because it eliminates 
the embarrassment of individual criti- 
cism of personal appearance. A clean, 
well arranged, well lighted feed store 
costs no more than dirty, slip-shod and 
careless surroundings. 

On the other hand, an orderly clean 
store and personnel is less expensive 
than the other store. It costs no more 
to pile the bags in a uniform manner, to 

(Continued on Page Twenty-three) 
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BIG FOUR EGG MASH 


100 LBS. NET 


FOUR 


EGG MASH 


MANUFACTURED 
NORTHERN MILLING CO. 
WAUSAU. WISCONSIN. 


® You too can get more 
mash business with this 
popular seller . . . 


NORTHERN MILLING CO. 


Feed Manufacturers 
WAUSAU, WISCONSIN 


Complete Mixed Car Service 


SARDILENE 


Your Most Economical 
Source of VITAMIN D 


Love: your production costs—assure bet- 

ter results for your users with Sar 
Dilene, the original sardine oil produced in 
America. Tested rigorously by Colleges, 
Experiment Stations, large feed manufactur- 
ers and commercial poultrymen—SarDilene 
does the work—gives more Vitamin D per 
dollar. 


Also High in Vitamin A 


SarDilene has proved to be outstanding in produc- 
ing growth and condition. It improves the texture 
and color of feathers. SarDilene carries ample 
amounts of Vitamin A. 


Selected — Refined — Proved 


SarDilene is rigidly selected sardine oil refined un- 
der the exclusive Booth process. All SarDilene is 
biologically tested on chicks and proven on the basis 
of 14 of 1% in the 8-week Wisconsin Rachitic Ration. 


Write for full information and literature. 


F. E. BOOTH COMPANY, Inc. 


Dept.—I Farley Bidg., CLEVELAND, 
110 Market St., SAN FRANCISCO, CALIF. 
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STANLEY’S 
CROW REPELLENT 


THE STANDARD FOR OVER 20 YEARS 


Protects the farmers corn crop from Crows, Pheasants, Black- 
birds, Larks and all other corn-pulling, birds and animal 
pests such as Moles, Gophers, Woodchucks, Squirrels, etc. 


<> LIST PRICES 
(1 Quart) Enoeph for $1.7 5 


Crow 4 bushels of seed. 
(1 Pint) Enough for 
2 bushels of seed. 1.00 
ei Pint) Enough for 
mEAVESc 1 bushel seed. -60 
— FROM YOUR JOBBER OR 


DIRECT FROM US. 


Manufactured only by 


The Cedar Hill Formulae Co. 


P. O. Box 1129G 


New Britain, Conn. 


Pioneers of the Soybean Industry in America 


Staleys 


SOYBEAN OIL MEAL 


OUTSTANDING IN 
QUALITY 


UNIFORMITY 
PALATABILITY 


Ask for Sample and Price 


STALEY SALES CORPORATION 


DECATUR (Feed Division) ILLINOIS 


| 
| 
| 
| 
| 
| 
| 
| 
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BAREBACK 
Wife: “I put your shirt on the 
clothes horse.” 
Gambler Husband: “What were the 
odds?” 
TOO SUGGESTIVE 
Boy: “Father, do you know that every 
winter an animal puts on a fur coat?” 
Dealer: “Hush, son, not so loud. 
Your mother is in the next room.” 
* * 


MODERN AT LEAST 
Native: “Well, what do you think 
of our city?” 
Visitor: “Well, it’s the first cemetery 
with lights I ever saw.” 


FAIR REQUEST 

Stranger: “Parson, is it right for 
any person to profit by the mistakes 
of others?” 

Parson: “Certainly not.” 

Stranger: “Well, then, perhaps you 
would like to return the $10.00 I paid 
you for marrying 


THAT’S BETTER 

Scientist: “I predict the end of the 
world in 50,000,000 years.” 

Student (alarmed): “How many?” 

Scientist: “Fifty million.” 

Student: “Oh, that’s better. I thought 
you said 15.” 

x 
HOPEFUL HUSBAND 

Wife: “I am going to get rid of our 
chauffeur; he nearly killed me four 
times.” 


Husband: “Oh, give him another 
chance.” 
MEMORABLE 


Teacher: “In the last century what 
great feat will go down in history?” 
Jake: “Charlie Chaplin’s.” 
ok 


CLEANSING PROCESS 

Mother: “My, Ruthie, but your hands 
are clean.” 

Ruthie: “Yes, mama, but you should 
have seen them before I helped Helen 
make the biscuits.” 

CORNHAY WEAKLY NEWS 

Judd Perkins is far behind the rest 
in digging his potatoes, he having 
plumb forgot where he planted ’em. 

Hal Gavin has decided to reverse the 
situation this year by running for 
sheriff instead of having the sheriff 
run after him. 

The cyclone reported to have struck 
Cy Peabody’s house turned out to be 
no cyclone at all but the result of Cy 
having forgot to remember that it was 
his 25th wedding anniversary. 

* 


TO THE FINISH 
Farmer: “An’ how is Lawyer Jones 
doin’, doctor?” 
Doctor: “Poor fellow. He’s lying at 
death’s door.” 
Farmer: “That’s grit for ye; at 
death’s door and still lying.” 


ECONOMY 

Dealer: “Here, what are you doing 
with your feet on the desk?” 

Office Boy: “I am saving money for 
you, sir. My eraser is all worn out 
and I’m using my rubber heels.” 

* 


JUST BLUFFING 

Dealer: “Why did you get me such 
big shirts? They are 174 and I wear 
size 13.” 

Wife: “They cost me just the same 
as your size and I wasn’t going to let 
the clerk know that I married such a 
little shrimp.” 


Jerry MacNicol 


Southern Feed Men Plan 
Bigger Association 


port to a “bigger and better” as- 

sociation, members of the South- 

ern Mixed Feed Manufacturers 
association, at their annual convention 
in Memphis, October 15-16, outlined 
plans for expanding the organization’s 
scope of activities and _ effectiveness. 
From the standpoint of association ob- 
jectives the meeting was one of the 
most important in the nine years the 
organization has been representative of 
feed manufacturing interests in the 
South. 


Not only did the southern associa- 
tion decide emphatically to continue as 
an independent sectional organization, 
but steps were taken to place it on a 
firm financial basis; to increase its 
membership through the medium of a 
campaign among smaller manufactur- 
ers; to invite affiliation from the ranks 
of southern corn meal millers, and to 
raise a traveling expense fund for such 
membership solicitation. 

It was the consensus of opinion of 
the executive committee that southern 
corn meal millers, unorganized at 
present, were faced with problems that 
parallel those of the feed manufacturers, 
and that for that reason their alliance 
with the southern feed association not 
only is practical but feasible. It was 
generally recognized that because of 
geographic limitations and impositions 
which in turn make the southern terri- 
tory peculiar unto itself a unified sec- 
tional organization for the handling of 
strictly southern problems which are 
bound to arise is very essential. The 
natural organization for correlating 
these activities, it was unanimously 
felt, is the southern association. Plans 
for its expansion, therefore, are to be 
put into immediate effect, under the 
direction of the president, the secretary 
and the executive committee. 

The new officers for the ensuing year 
are: President, Will A. Hall, Interna- 
tional Sugar Feed Co., Memphis; vice- 


Pree? their unqualified sup- 
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president, R. E. Barinowski, Feedright 
Milling Co., Augusta, Ga.; treasurer, 
Charles Whyte, Whyte Feed Mills, Pine 
Bluff, Ark.; secretary, E. P. (Jerry) 
MacNicol, Memphis. 


The executive committee includes H. 
L. McGeorge, Royal Feed & Milling 
Co., Memphis; John M. Wilson, Meri- 
dian Grain & Elevator Co., Meridian, 
Miss.; A. F. Seay, Ralston-Purina Co., 
St. Louis; L. R. Hawley, Quaker Oats 
Co., Memphis; C. B. Fretwell, Spartan 
Grain & Mill Co., Spartanburg, S. C.; 
J. B. Edgar, Happy Mills, Memphis; 
G. G. Keith, Hermitage Feed Mills, 
Nashville, Tenn. 


The Monday morning meeting of the 
convention was attended by many man- 
ufacturers from without the South who 
were in Memphis for sessions of the 
code authority for the feed manufactur- 
ing industry and the board of directors 
of the American Feed Manufacturers 
association which were held the next 
day while the southern manufacturers 
were in closed session. 


C. A. Coddington, Cayuga, N. Y., 
president of the American Feed Manu- 
facturers association and Ralph Field, 
Chicago, code director for the feed 
manufacturing industry, were the 
speakers. Mr. Coddington appealed to 
the southern manufacturers to give 
their support to the national association 
and Mr. Field explained the code and 
answered many questions particularly 
with respect to enforcement of the pro- 
vision prohibiting consignment. 

The golf tournament and other en- 
tertainment features were held in con- 
junction with the Grain & Feed Deal- 
ers National association which was 
meeting in Memphis at the same time. 


FRED H. STRACKE, superinten- 
dent of the Hales Mill & Elevator Co., 
Riverdale, Ill., died October 19 at a 
Mauston, Wis., hospital while on his 
vacation. Death was attributed to a 
blood clot. 


Page Twenty-one 


\ Carefully Sifted for Feed Dealer Consumption D ae id 
: $ 
j 
i 


INCLUDE 


MANAMAR 


NATURES MINERALS FROM THE SEA 
IN YOUR 
POULTRY & DAIRY RATIONS 


@ MANAMAR the ration 
with those mineral elements rare in 
grains, but abundant in sea life, which 
are so vital to proper ree in poultry 
and live stock. MANAMAR’S natural 
minerals provide the stamina necessary 
to sustain high production. 
Increases Poultry Profits 

In poultry feeds MANAMAR is the red 
blood builder assuring the condition in 
flocks which means profitable produc- 
tion of high quality eggs. You do not 
find Mineral Bankrupts (culls) among 
birdsfed MANAMAR. Pen against Pen 
tests conducted on thousands of farms 
on hundreds of thousands of birds have 
shown in every case and without fail 
that MANAMAR Mashes are the pre- 
ferred mashes. 


Increases Milk Flow 
Indairy feeds MANAMAR has proved 
itself a sure conditioner. MANAMAR 
fed herds produce more—earn more. 
In MANAMAR fed cows you find 
better condition at calving time 
and practically no cases of retained 
afterbirth. MANAMAR rations have 
brought better results in famous Jersey 
herds—we will gladly show you the 
proof. The results of MANAMAR are 
building ademand for it. It will make 
your feeds outstanding in your terri- 
tory. Write for full particulars Today. 


PHILIP R. PARK, Inc. 


608 So. Dearborn St., CHICAGO, ILL. 
Manufacturing Plant: San Pedro, Cal. 
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Former Athlete Is_ Still 
Hitting the Ball 


(Continued from Page Nine) 


2 with his father and spends much of his 
¥ time on the road. There are six men 


employed in the two plants and three 
trucks are used to handle the deliveries. 

Although Mr. Riley is an extremely 
busy man he will always turn from his 
desk to chat a moment about business 
or baseball. Since he has proven him- 
self a success at both, a bit of sage 
advice from him is not amiss. 

“A ball player has got to know his 
game, every angle of it, and when he 
is out there playing he must have every 
faculty intent on his purpose. It is the 
same in business. A thorough knowl- 
edge of your business plus a determina- 
tion to, chalk up a win is a good com- 
bination to bring success The more 
you apply yourself the better you be- 
come. When I was a youngster I was 
taught to learn the rules, to adhere 
strictly to them and to play to win!” 


EDWARD P. DERUCHIE has 
taken over the management of the Mil- 
ford electric feed mill, Milford, and a 
full line of feeds is being handled. 


DRIED MILK OUTPUT 


Figures compiled by the American 
Dry Milk Institute reveal that approxi- 
mately 270,000,000 pounds of dry skim 
milk were manufactured and used in 
this country in 1932. More than 40 
per cent of this amount was used in 
feeds. Over 48,000,000 pounds of dried 
huttermilk and 54,000,000 pounds of 
condensed buttermilk were manufac- 
tured and used during the same period, 
the institute reports. Most of this was 
used in feed. 


MORE FARM CASH 

Farmers received $662,000,000 during 
September, 1934, from AAA rental and 
benefit payments and emergency sale of 
cattle to the government. Last year 
for the same month $554,000,000 was 
received and the total amount of cash 
obtained during August, 1934, was 
$581,000,000. Practically all of the in- 
crease in September over August and 
over September last year was derived 
from the sale of farm products. Farm 
income during June, July and August 
this year was the highest three-month 
level reached since the rise started after 
the first quarter of 1933 and about 33 
per cent below the pre-depression level. 


ER 


Order a Mixed Car of 


Golden Loaf Flour 


The flour with the Vim and Pep left in 


Bran and Middlings 


TENNANT & HOYT CO. 


—Higher in Protein— 


LAKE CITY, MINN. 


YOU NEED BOTH 


Concentrated 


Chamber of Commerce 


Using any Cod Liver Oil concentrate which 
is concentrated in one vitamin only is like 
riding a bicycle with one wheel——rather shaky. 


CLO-TRATE 


is dependable, for it is concentrated in Vitamin 
A as well as Vitamin D. Yet it costs no more 
than ordinary concentrates. 


Get Full Details 


La Budde Feed & Grain Co. 


Cod Liver Oil 


Milwaukee, Wis. 
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Good Merchandising Needed 
To Stay in Business 


(Continued from Page Nineteen) 

keep the floors clean, and to prohibit 
anything on the walls of the feed store 
than it does to do it in a careless man- 
ner. Good store management makes 
better men in the store. They have a 
better feeling towards the place where 
they are working. ‘They feel cleaner, 
think cleaner, and are in a better posi- 
tion to approach a customer. 

It is my belief, from my observation 


while visiting feed dealers, that ma- 
chinery in these places has been 
slighted. Indications are that it is re- 


ceiving very little care or attention. 
Again good accounting requires that an 
accurate depreciation of machinery be 
set up each month in order to give the 
dealer a true picture of his month’s 
operations and profits. Machinery that 
is not taken care of will be short lived. 
An extra expense of either repairs or 
replacement must go against the ex- 
pense of operating the place, making it 
necessary to have larger margins in 
order to make a profit. The care of 
property eliminates expenses. 
Courtesy and Service 

I have also noticed, from my personal 
observation of other business, that the 
owner is usually a good merchandiser 
and has a nice personality. He is 
courteous to customers and seems to be 
well liked. But, unfortunately, he has 
overlooked one thing—training the men 
working with him in the store to act 
in the same manner. This often results 
in having the good will, which he him- 
“ed builds up quickly, torn down by his 

elp. 
The help in the store should feel that 
they are a part of the store. I am afraid 
that too many times they are considered 
just laborers and are never taken into 
consideration otherwise. Experience has 
proved that weekly or semi-monthly 
meetings within the business are very 
profitable. Each man should know that 
he has a definite part in the organiza- 
tion and should be trained in good mer- 
chandising as well as the boss himself. 
Courtesy to customers has never lost 
business, but yet we find so little of it 
in business today. 

A retail feed business has only a lim- 
ited amount of territory that it can 
cover, so there are only a_ certain 
number of customers or prospects for 
potential business within that territory. 
Therefore, a business cannot afford to 
lose many customers. It is much more 
difficult to regain a lost customer than 
it is to start a new one. A customer 
who has discontinued doing business 
with you is not a very good advertise- 
ment for seldom will his remarks 
toward your organization be favorable. 
For this reason it is very important 
that your present customers be watched 
almost daily to see that none of them 
get away from you. 

Some stores maintain a card file of all 
customers, keeping a record of the dates 
upon which purchases are made. To 
simplify this they sometimes use signals 
on the top of the card over the month 
of the year during which the last pur- 
chase was made. This is a quick refer- 
ence, for just as soon as they see that 
one signal is not being moved forward 
with the others, it means the customer 


has not come in and something is 
wrong. It is then the manager’s job 
to contact this person to find out why 
he has not returned. Even though the 
customer is not lost and the manager 
calls him or visits him because he has 
not called at the store within a rea- 
sonable length of time, it creates a cer- 
tain ‘amount of good will because it 
shows that the manager is interested in 
his business and has noticed his absence. 
Watch Trucking Costs 

Trucking is probably the most ex- 
pensive operation in the feed business. 
Trucks cost money and their operation 
costs money. Proper accounting re- 
quires that a depreciation be taken each 
month on trucks. We suggest setting 
up 3 per cent of the cost of trucks each 
month. In other words, on an $800 
truck a $24.00 reserve would be set up. 
This will depreciate a truck in a 
little less than three years. Ex- 
perience over five years has shown 
that a truck is seldom traded 
in for much more than its value. Any 
dealer would be foolish to operate a 
truck without full coverage of insur- 
ance. This will run in the neighbor- 
hood of $5.00 to $8.00 per month, or 
$60.00 to $100.00 a year. 

Depreciation, insurance, the driver’s 
time, gas, oil, and repairs must all be 
taken into consideration when figuring 
the cost of operating a truck. If the 
feed dealer will keep a record of the 
number of tons of feed he trucks in 
any one month, he can soon determine 
how much it is costing per ton to truck 
feed, and I am sure he will find that 
whatever charge he is making for truck- 
ing is not sufficient to cover his cost 
of doing same. 

A truck should be nicely painted, kept 
clean at all times, and the truck driver 
should be neat in appearance and well 
trained on handling a truck. <A driver 
can save you a lot of money or cost 
you quite a bit while driving a truck, 


depending entirely upon how he handles 
it. He should be cautioned about speed- 


ing, careless driving, offending other 

drivers on the road, etc. I have known 

several cases where the truck driver has 

caused ill will among customers who 

have cost a lot of money to build. 
Cost Accounting Important 

Proper accounting is also considered 
a part of merchandising for if a feed 
dealer does not know what his busi- 
ness is doing, why he is losing money 
or why he is making money, he is a 
poor merchandiser. If he has the proper 
system of accounting in his store, it 
will give him an opportunity to watch 
all the other necessary phases of mer- 
chandising. 

It has been my observation that ac- 
counting is not taken seriously enough 
by the average feed dealer. It is looked 
upon as an added expense, a lot of red 
tape and a lot of detail which can be 
eliminated without being missed. This 
is a very serious mistake and is bound 
to prove extremely costly until account- 
ing is accepted as an absolute neces- 
sity. It merely means that arrange- 
ments must be made for adequate re- 
serve, depreciation, all items of expense, 
proper pricing, making sufficient mar- 
gins, and determining costs. If a feed 
dealer attempts to operate his place 
without proper accounting, he is just 
floating along in the dark, trusting that 
he will come out O. K. in the end. 

Five Point Operation 

In order to simplify this so that it 
may be quickly understood. we set up 
what we term “Five Point Store Opera- 


tion.” These five points are as follows: 
(1) Sales; (2) Margins; (3) Inven- 
tories; (4) Accounts Receivable; (5) 
Expenses. 


All five of these things must be right 
at all times if a store hopes to be suc- 
cessful. In other words, if four of 
them are right and one is wrong, it 
may cause a loss. For example, if in- 
ventories are in proportion, margin of 
profit correct, sales heavy, and expenses 
in line, it might still be possible that 
the accounts receivable are in such bad 
shape that the losses will absorb all the 
profits. 


Elevator Owners Cautioned 
Against Mixing Barley 


HE practice of mixing different 

types of barley is proving a 

menace to the general quality of 

this grain for malting and brew- 
ing purposes and will eventually have 
the effect of reducing prices on the en- 
tire market, according to complaints re- 
cently received from several leading 
brewers and maltsters. 

Particular mention is made of the 
conditions existing in the sections of 
Wisconsin adjoining the state of Michi- 
gan. Truckers, it is alleged, are bring- 
ing a two-rowed variety of barley com- 
monly grown in Michigan down into 
Wisconsin and selling it to Badger 
elevator operators. Some carlot ship- 
ments are also reported. 

Wisconsin produces mainly a_ six- 
rowed type of barley. The elevator 
managers, many of them not detecting 
the difference, mix the Michigan grain 
with that obtained in their own state 
and ship it to the market. This prac- 
tice, it is claimed, greatly reduces the 
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quality of the mixed lot for malting 
and brewing purposes. 

The two-rowed variety requires a 
longer time than the six-rowed type in 
soaking or steeping for the production 
of malt. When a mixture of the two 
types is put through the process either 
one of them soaks or steeps too long 
or too little and consequently the value 
of one of the types must be discounted. 

Elevator owners who ship to market 
are warned against purchasing truck 
lots of barley before they determine its 
source and type. 

“Since the return of beer,” one Wis- 
consin maltster explains, “our state is 
again taking its place as foremost in 
the production of barley. Any con- 
tinued mixing of different types of 
barley from other sections will soon be 
detected by brewers and maltsters and 
Wisconsin barley will not command the 
present premium that it enjoys over 
grain from other states. Mixing depre- 
ciates its value from 10 to 15 cents a 
bushel on all grades.” 
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“There’s nothing like Armour’s tankage for raising the 
finest hogs in six months or less. .. And what’s more, it’s 
the cheapest way to feed hogs I’ve found yet.” 

“Yes —and it has less than 3% fibre. It’s the cleanest 
tankage on the market. How the hogs go for it!” 

“That’s why I handle Armour’s feeds. I like to feel sure 
of a product eee I push it.” 


ers are enthusiastic, too, because Armour feeds sell. 


wherever tankage is not the desired fee 
is to handle the best feed made. 


ARMOUR 480 COMPANY 
— Union Stock Yards—Chicago 


Armour feed dealers everywhere are having this type of experience 
—enthusiastic response from their farmer customers. And Armour deal- 


Armour’s Meat Meal Digester Tankage is only one of five superior 
feeds. Armour’s Meat and Bone Scraps, Special Steamed Bone M 
Poultry Bone, and Feeding Blood Flour—each has specific feeding val- 
ues that recommend it to the raiser of poultry, sheep, cattle, and hogs 

i The surest way of selling feed 


eal, 


For information regarding dealer plans, please write to Dept. C 


Cash Feeds In Any Quantity 


C. S. WOOLMAN, Hales & Hunter, 
Chicago, left for Buffalo, N. Y., and 
other eastern points on a business trip, 
October 26. 


W. C. McGLASSON, Darling & Co., 
Chicago, returned recently from a busi- 
ness tour of the peanut growing sec- 
tions in the South. 


POULTRY BOOKLET 
Larrowe Milling Co., Detroit, Mich., 
has just issued an interesting and prac- 
tical booklet entitled, “A New Method 
for Anatomical Studies in Poultry Nu- 
trition Research.” It explains a newly 
developed plan for cutting apart dead 
birds to determine the effects of feeds 
on the vital organs. The method was 
discovered by the Larrowe Research 
department and was publicly demon- 
strated for the first time at the Inter- 
national baby chick convention § in 

Cleveland last July and August. 


ATMOSPHERE 


® Specializing in Millfeed Futures or Options 
Trading in both Kansas City and St. Louis 
Markets ® Prompt Action ® Courteous Treat- 
ment Assured .... | 


COMFORT 
in CHICAGO 


All Chicago offers you 
no finer address than the 
Auditorium Hotel on beau- 
tiful Michigan Avenue 
just a few steps from 
the Loop. Every fine 
hotel service and luxury 
at surprisingly lowcost. 


The 


AupitoriuM 
HOTEL 


WITH PRIVATE 3ATH 


WITHOUT PRIVATE 
BATH FROMS5SO 


DREYER COMMISSION Co. 
ST. LOUIS, MO. KANSAS CITY, MO. 
It Since ’92’’ 


man 


PRINTED 


ALL BAGS VACUUM CLEANED 


WE BUY 
SURPLUS BAGS 


USED 


BURLAP 


AND 


COTTON 
BAGS 


TWINE 


FREDMAN BAG CO. 


MILWAUKEE, WIS. 
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MICHIGAN BLVD af CONGRESS ST. 


E. L. McKEE, vice president, Ultra- 
Life Laboratories, East St. Louis, IIl., 
visited Milwaukee recently in the in- 
terests of the company’s product. 


STILL GOING UP 

Prices received by farmers advanced 
6 points during the month ended Sep- 
tember 15, the bureau of agricultural 
economics reports. The advance was 
from 96 for August 15 to 102 for Sep- 
tember 15, the highest index since 
December, 1930. Prices of chickens 
and eggs were up 18 points; meat 
animals, 14 points; grain, 6 points, and 
dairy products, 2 points. 


ILLINOIS 

J. W. Long & Son have reopened the 
former Equity feed store, Pocahontas, 
for business. 

S. W. Hayes has opened a feed store 
and hatchery at Bloomington. 

Forreston feed mill, Forreston, is con- 
structing a new office building and en- 
larging its quarters. Onne A. DeWall 
is the proprietor. 

Delsher Bros. feed and cream buy- 
ing station, Galva, has moved to larger 
quarters. G. C. Lambert operates the 
business. 

Saar Bros., Fort Madison, have pur- 
chased the Niota elevator, Dallas City. 

Gentry D. Adams has been appointed 
manager of the Allendale Mill & Ele- 
vator Co., Allendale, to succeed the late 
Fred J. Dorney. 

Phillip Best & Co., Paris, has been re- 
organized as the Illinois Cereal Mills, 
Inc., and expansion of the business is 
planned. 


100 POUNDS NET WEIGHT Ry 


LINSEED MEAL WITH 
FLAXSEED SCREENINGS 
OIL FEED -30% PROTEIN 


GUARANTEED ANALYSIS 
PROTEIN 30% FAT 44% 10% 
BOHYDRATES 47% 
(NITROGEN FREE EXTRACT 37% FIBREID 
INGREDIENTS 
PURE OLD PROCESS LINSEED MEAL 
D FLAXSEED SCREENING 
OIL FEED 


SPENCER KELLOGG ‘x. 
MINNEAPOLIS, MINN. 


CODES 30 YEARS OLD 

Although codes appear to be the 
newest fad in the United States, they 
have been in operation in Australia for 
the past 30 years, according to G. F. 
Coles, governing director, G. F. Coles 
& Co., Ltd. Melbourne, Australia, a 
chain store organization. 

Wages and hours in all retail stores 


regardless of classification are enforced 
in the country by shop laws. For many 
years all Australian retail stores have 
opened for business at 9 a. m. and 
closed at 6 p. m. on week days and 1 
p. m. on Saturdays. Working hours 
for girls are limited to 44 to 46 hours 
a week. Men are allowed to work for 
2 hours longer. 


Get RID 


of ths 
HAZAR 


...and SAVE your EQUIPMENT 
— Reduce your Power costs— 
REDUCE YOUR INSURANCE 
PREMIUMS by installing the 
CLOW-WINTER Metal and Stone SEPARATOR and Scalp- 
er, the machine that will amaze you with its thorough and 
accurate percussion principle of cleaning your grain. You 
will find that it is inexpensive to own and operate the CLOW- 
WINTER SEPARATOR and Scalper. 


Get FREE FACTS about the 


CLOW-WINTER Metal and Stone 
SEPARATOR and Scalper 


Write Today—Mill Dept. Desk 104 


@ CLOW-WINTER MANUFACTURING CO. 


1117 Metropolitan Life Bldg., Minneapolis, Minnesota 


FEED 


GRAIN- 
SCREENINGS 


THe PaEtow Co. 


MILWAUKEE, WISCONSIN 
CLARENCE MOLL, Manager, Feed Depariment—Phone DAly 3030 


HIAWATHA e 


GROUND GRAIN SCREENINGS 


(BULK OBR SACKED SHIPMENTS) 
A domestic grain and flax seed screenings mixture, carefully 
blended to assure constant uniformity, thereby meeting the de- 
mands of the most discriminating. 
(A Most Profitable Base for Feed Manufacturers) 
WE SPECIALIZE IN ALL TYPES OF SCREENINGS 


Write or Wire for Prices 


Hiawatha Grain Company 
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Keep Well Stocked with 


BRAND 


It is moving fast and will continue to do so. | 


Hundreds of thousands of poultrymen all 
over the country are feeding it. 


It is, in fact, the accepted standard of 
quality the world over. 


It has been advertised consistently for over 


14 years. 


Our 1934-35 national advertising is now 
working for you, no matter where you are 
located, if you are stocked with Pilot Brand 


PILOT | 
OYSTER SHELL: 
FLAKE 
K 
1 Broadway 


ee New York 


Oyster Shell. 


If you are not, may we quote cur- 
rent price? Grow with Pilot Brand. 


OYSTER SHELL PRODUCTS CORPORATION 


London 
England 


Shell Bldg. 
St. Louis 


Pat. Donahue, Veteran 
Grain Man Dies 


Patrick P. Donahue, founder of the 


Donahue-Stratton Co., Milwaukee, died 
October 24 following a long illness. He 
was 71 years old. 

Until his retirement in 1929 he was 
president of the Donahue-Stratton Co., 
which he organized in 1907. Harry M. 
Stratton joined him in partnership in 
1909. The Donahue-Stratton Co. at 
one time controlled elevator capacity of 
10,000,000 bushels and is still ranked 
among the largest firms of its kind in 
the Middle West. 

Mr. Donahue was president of the 
Milwaukee Chamber of Commerce, now 
the Milwaukee Grain & Stock Ex- 
change, for several terms and upon his 
retirement from this office was honored 
at an elaborate testimonial dinner. 

Funeral services were held Saturday, 
October 27, and Mr. Donahue was 
buried in Hillside cemetery, Palmyra, 
beside his wife who preceded him in 
death four years ago. 


WILLIAM C. MOLL, Milwaukee, 
well-known in the feed jobbing trade, is 
giving the cigar store around the corner 
a brisk business, the reason being the 
arrival of a baby boy October 31. 
Mother and son are doing nicely. 


WALWORTH FEED MILL, Wal- 


worth, N. Y., was destroyed by fire, 
October 3, with a loss estimated at 
$25,000. The blaze, it is believed, re- 


sulted from the backfiring of a gasoline 
engine. 


~ 


100 LBS. NET 


Li a4 


Valley Alfalfa Mill 
NM. 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS © 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


TRY OUR 
PECOS SPECIAL 


IT’S BETTER 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 


Your inquiry would be appreciated. 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


Branded Feeds 
Easily Made 


Make feeds in your own mill 
that produce outstanding re- 
sults—feeds your customers 
like and come back for, and 
tell their friends about. 


You can make these branded 
feeds from farm grains and 
Murphy’s Poultry Supple- 
ment at low cost. Put them 
out under a nationally known 
trade name at a real profit 
for yourself. 


There is money to be made 
in selling high quality feeds 
at low prices in your com- 
munity. You can cash in 
on this by doing your own 
mixing and thereby cutting 
costs and overhead. Write 
today. 


Murphy Products Co. 


Burlington, Wis. 
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Allied Mills Appoints 
Fairchild to Staff 


L. H. Fairchild, formerly professor 
of dairy production, Purdue university, 
has been appointed a member of the 
educational staff of Allied Mills, Inc., 
Fort Wayne, Ind. 
He succeeds 
B. Krueck who 
has been promoted 
to district sales 
manager. 

Mr. Fairchild has 
an - 
tural background 
of more than 18 
yeas’ experience 
and is well quali- 
fied to serve in his 
new capacity. He 
graduated from 
Kansas_ state col- 
lege in 1916 where remained 
as assistant in dairy hubsandry ‘for two 
years. He served in the army air serv- 
ice for one year and then joined the 
Purdue university staff as associate pro- 
fessor of dairy production. 

Mr. Fairchild is an accredited cattle 
judge and author of articles in many 
farm magazines. 


L. H. Fairchild 


FARMERS FEED STORE, Rhine- 
lander, Wis., has opened for business 
with August Dorsch as manager. 


C. H. LIECHLY, South Bend, Ind.., 
has purchased the Hobart hatchery and 
feed store, Hobart, Ind. 


RED 6% ROSE FEED 


Eshe 


It’s in the Bag! 


Something more than carefully se- 
lected ingredients; something more 
than scientifically balanced proteins, 
carbohydrates, fats and vitamins; 
something more than a full measure 
of clean, energy- producing feed for 
all livestock ... 
and that something more is the name 
Eshelman. 
For ninety-two years that name has 
meant reliable feeds for poultry, dairy, 
swine and other livestock producers. 
So, when your customers look for a 
feed to make more meat, milk or eggs 
+. point to the name ‘“Eshelman”; 
your profit and theirs is in the bag. 


JOHN W. Ethlmnan & SONS 


LANCASTER, PA. 


Mills: LANCASTER, PA., YORK, PA. 
CIRCLEVILLE, O. 


1842 


ce ‘‘All your needs in grain and feeds’’ le» 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


VANDERSLICE-LYNDS CoO., Kansas City, Mo................... Milo and 

AIRMONT C ERY Co., maha, eb Dried Buttermilk 
pts SHELL PRODUCTS CO., Philadelphia, Pa................ Oyster Shells 
THREE MINUTE REALS CO., Cedar 


FEENANDO VALLEY MLG. & SUPPLY co 


Oatfeed 
Los . Alfalfa Leaf Meal 
HEALTH PRODUCTS CORPORATION CL 


All poultry rations should include liberal quantities of 
DAIRYLEA DRIED SKIM MILK. Also good in all 
rations for calves, poultry and swine. Carried by 
principal feed merchants throughout eastern territory. 


Manufactured and Distributed By 


Dairymen’s League Co-Operative Association, Inc. 
11 West 42nd Street - New York, N. Y. 


Girt 


by recommending 
MINNESOTA GIRL FLOUR. 
A trial will prove its merits. 


FLOUR in your next car of 


@ Queen Wheat Feed 
® Cherokee Pure Bran 
® Cherokee Middlings 


WIRE US FOR PRICES 


CAPITAL FLOUR MILLS, INC., Minneapolis, Minn. 


Guaranteed 
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TRATE Cod Liver Oil 


You can increase your flour sales 


Let us include MINNESOTA GIRL 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


FEED MILL FOR SALE 
Feed Mill equipped with 22 inch Attrition —_ 
and Feed Mixer for sale. In_ good 
meg 4 community. Inquire BOX 347, Battle 
finn. 


KNOW YOUR FEEDS 


The “Bible” of the feed industry, FEEDS 
AND FEEDING, by Henry and Morrison, is the 
one book every feed man should own. The price is 
$4.50 per copy or $5.50 with a full year’s sub- 
scription to this publication. Send check 
order and we will pay postage. THE FE 
BAG, 210 East Michigan Street, Milwaukee, Wis, 


SITUATION WANTED 


Salesman, or Manager. Retailinterest. Deiey 
and Commission basis. 12 years experience wit 

successful record. oe Bond furnished. 
Write BOX 161, Seward, N. Y. 


BUSINESS FOR SALE 


Flour, Feed, Coal, Grinding and Mixing, Seed, 
Tile, Binder "Twine, Steel Post, Wire, Modern 
Grocery and Dwelling. Write LOUIS CARS- 
TENS, R. R. No. 1, Manitowoc, Wis. 


HOELZ & SON, Plato, Minn., have 
purchased the old Hillstrom flour mill, 
Belle Plaine, Minn., and after making 
repairs will open for business. 


Northern Hay & Feed Co. 


HAY SHIPPERS 
Corn Exchange Minneapolis, Minn. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 
Carlots and Mixed Cars 
FLOUR, 
OILMEAL, ETC. 

502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“Stand by Stan” 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF: 


Mother’s Best Flour 


Established 1892 


FRANKE GRAIN CO. 


incorporated 


GRAIN AND FEED 


DEPENDABLE 


GRAIN - COMPANY 
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NEW POULTRY BULLETINS 

Six new poultry bulletins have re- 
cently been published by the College 
of Agriculture, University of Wisconsin, 


Madison, Wis., and are available to 
readers of The Feed Bag, according to 
announcement received from J. G. Hal- 
pin, professor of poultry husbandry. 
The names of the bulletins are: “New 
Chick Feeding Facts”, “Feed and Care 
of Chicks”, “Feeding for Eggs”, 
“House the Hen”, “Colony Houses for 
Poultry”, “Coccidiosis in Chickens”. 
They are free to residents of Wisconsin 
and 5 cents each to persons outside the 
state. 


MOLASSES 


CANE BEET 
Shipments in Barrels or Drums 
MANEY BROS. MILL & ELEVATOR CO. 
Manufacturers and Jobers of Over 100 Kinds of Feed 
MINNEAPOLIS - - - MINNESOTA 
Established 50 Years Ago 


HAY AND MILL FEED 


Write for Prices 


Midland Hay & Feed Co. 


Minneapolis, Minn. 


WILBER FEED Co., Inc. 


JOBBERS MILLFEEDS 
JAMESTOWN, NEW YORK 


8 


DEALER 
SERVICE 


e ee 
16% Dairy Feed 
Superior Flax Screenings 


Mineral Mixtures 


Balanced Concentrates 
for Batch Mixers 


Write for Samples and Delivered 
Prices 


Fruen Milling Company 
MINNEAPOLIS, MINN. 


EXCELSIOR MILLING 
COMPANY 


MINNEAPOLIS MINNESOTA 
Specialty Millfeeds 


CAMEL 
ZEBRA 
JUMBO 


Deutsch & Sickert Co. 


Feed and Grain 
Chamber of Commerce Milwaukee, Wis. 


M. G. Rankin & Co. 
FEED and GRAIN 


Keokuk Corn Gluten Feed 
Chamber of Commerce Bidg., Milwaukee, Wis. 


LINDSAY 
FEED 
MIXER 


Feeds Fast... 
Mixes Thor- 
oughly... Sur- 
prisingly Low 
in Cost. 


Write for prices. 


LINDSAY BROTHERS, Inc. 


MILWAUKEE -- WISCONS! N 


Hold Your Horses 
BUT 
SEND YOUR TRUCKS 


To our warehouses for ton lots of 


Armours Meat Scraps 
Dried Buttermilk 
Charcoal » Grit 

Mill Feeds » Grain 


3328 West Cameron Ave. € 1637 South 83rd 
North Milwaukee West Allis 


FEED SUPPLIES, INC. 
MILWAUKEE, WIS. 


usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
R“sros. & 
Estasuisuep 1894 
PRINTERS 
LITHOGRAPHERS 
BINDERS 
522 N. MILWAUKEE STREET 


Broapway 1076 WISCONSIN 
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Acme Hay & Mill Feed Co., Sioux 
City, was damaged by fire recently, 
with a loss estimated at $500. 

Cascade feed mill, owned and oper- 
ated by George Wassaner, Cascade, 
was destroyed by fire, October 4. Loss 
was estimated at $20,000. 

R. McKee, McKee Feed & Grain 
Co., is completing the construction of 
a $10,000 grain loading station at Mus- 
catine. 

West Bend Elevator Co., West Bend, 
is constructing an addition to its plant 
which will house a feed mixer and 
grinder. 

Otto Ejichorst has sold his feed mill 
at Pomeroy to Lewis Rost. 

B. H. Cox, proprietor, Cox Grain & 
Feed Co., Tennant, was killed instantly 
in a recent automobile accident. 


Don't forget to say you saw the Ad in THE FEED BAG 


Personal Service. . 


ROY I. CAMPBELL 


COMMISSION MERCHANT 
BARLEY A SPECIALTY MILWAUKEE 


Direct Country-run Shipm: 
Towa and Minnesota 


MINNEAPOLIS 


EW RICHMOND 
ROLLER MILLS CO. 


NEW RICHMOND, WISCONSIN 


Mill Feeds 
Coarse Grains 
Feeding Oatmeal 
Sardilene Oil 


ULTRA-LIFE 
for Feed Manufacturers 


Use Ultra-Life to mix a super feed with all 
six vitamins—A, B, C, D, E and G. Produces 
better results at less cost. Easy to mix. 


ULTRA-LIFE LABORATORIES 


Poultry Feeds 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 


403 Merchants Exchange, 
St. Louis, Mo. 


fae nore of it~ its 


xED ee 101 S. 35th Street EAST ST. LOUIS, ILL. 
Mixed Cars 

Quick Turnover 

3 

Advertised 

Dependable Products 

Western 
Marblehead “98” 
Alfalf a M eal (Calcium Carbonate) 

Marblehead Lime Ration 

for r, (For distribution by Dealers) 
Dairy and Marblehead Lime Grit 


want of an atmosphere of 
friendliness, comfort re- (For Poultry) 


laxation by staying 
NEW NICOLLET. 


Six humired rooms complete : Send for 
in every detail at exception- 


ally reasonab st- Booklets 
ful beds. 


stau- Samples 
Tant an 0 ee 
Mail Plan 


MARBLEHEAD LIME COMPANY 
CHICAGO 
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RIEBS VIEW 


Vol. 2, No. 11. 


November, 1934 


Milwaukee, Wis. 


Avoid Useless Effort 


Spend Time 
On Things 
Worthwhile 


Dogs are not the 
only creatures guilty 
of much useless effort. 


A stranger was 
standing on a _plat- 
form of a small rail- 
way station when a 
fast express dashed 
past. Into the whirl 
of dust raised by the 
train leaped the sta- 
tion master’s deg, and 
tore madly up the 
track in pursuit. 

“Does your dog 
often do that?” asked 
the stranger of the 
station master. 

“Yes, sir. Lvery 
time the train passes 
the dog is after it 
like a hare.”’ 

“That's queer. Why 
does he do it?” 


“I haven't the 


faintest idea,’’ the 
station master an- 
swered. ‘‘What wor- 


ries me is, what is he 

going to do with it 

when he gets it.” 
Men spend 


THANKSGIVING 


No matter what our worldly store 
We've something to be thankful for — 
The right to gain, the right to spend 
And share our troubles with a friend; 
The rainbow’s multi-colored show, 
Tne splendor of the sunset’s glow. 
These to all men God doth give; 

We thank Him for the right to live. 


their time and energy 
on fruitless things are 
akin to the staiion- 
master’s dog. This is 
particularly true in 
going after business. 
Slip-shod, half-hear- 
ted sales methods and 
time wasted on un- 
important details gain 
one nothing in the 
end. Plan your work 
and go after the worth- 
while things. 


JOKES 


Jenks: ‘‘What hap- 
pened to the two win- 
dow washers that used 
to do this floor?” 

New Washer: “They 
had a falling out.” 


PRECAUTION 

Mother: “I don’t 
think I'll buy my boy 
a whistle. He nearly 
swallowed the 
one.” 

Clerk: have 
some nice bass fiddles 
I could show you.” 


HARDLY 


‘““What makes you 
think there is a wo- 
man in the moon?” 

“No man_ would 
stay up there all alone 
and be out’ every 
night.” 


GENTLE HINT 

She: ‘‘Is your watch 
going?”’ 

He: “Yes it is.” 

She: ‘“‘How soon?” 


Published Monthly by The Riebs Co., Milwaukee 


Our Proven 


Sales - Building 
Plan 


Will Help You 
Sell MORE 


CAL-CARBO 


After you place your order, our experienced resale 
men come into your territory and Cal-Carbo 
for you. After that, we help you sell the balance. 
You get a full profit on every sale, and we assume 
all this sales cost ourselves. 


And this is only a part of our Proven Cal-Carbo 
Sales-Building Plan. We or you the leading brand- 
ed ground limestone with wide consumer accept- 
ance. We back you up with powerful advertising 
in farm and livestock papers. We give you com- 
plete dealer protection. And what’s more import- 
ant, we give you a wide margin of profit! 


Because of these advantages—and many others— 
the Cal-Carbo franchise is mighty profitable for the 
dealer. Write today for the complete story. 


SHELLMAKER GRIT 


With Cal-Carbo for livestock, stock 
Shellmaker Grit for poultry. It’s a 
fast seller and carries a wide mar- 
gin of profit. Shellmaker grit sup- 
plies calcium and acts as a grinder. 
Shipped in mixed cars with Cal- 
Carbo means faster turnover! 


Calcium Carbonate Corp. 


524-5149-B Live Steck Exchange, Kansas City, Mo. 
or 43-C East Ohio St., Chicago, Il. 


pone 


For most thorough, uniform mixing 
no other type of mixer equals the 


EUREKA HORIZONTAL 


1934 New Model 


All-steel construction 
9 sizes: 500 to 6000 Ibs. 


The double spiral ribbon agitator in this mixer 
is so designed that the ingredients must be 
thoroughly and perfectly mixed. 


Note also the powerful silent roller chain drive, 
and rack and pinion type discharge gate. 


Write today for copy of our Catalog No. 115 


HOWES CO., Inc. 


Silver Creek, N. Y. 
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IN EVERY ROOM 


Completing our °200,000 
Modernization Program 
Famous Food in 
the Coffee Shop 
BREAKFAST....25¢ 
LUNCHEON .. . ..35¢ 


ALL ROOMS 
WITH BATH ¢ 
AND RADIO 
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Published in the mu- 
tual interest of the 
feeder, the feed deal- 
er and the feed 


| BRANDED FEEDS ARE M 


W: haven’t, as yet, met the fellow who is in business 
solely for his health. 


As a feed dealer, you are entitled to, and should insist 
on, a reasonable profit on your investment. 


The ring of the cash register may sound as sweet music 
to your ears, but unless the sale rung up isa profitable one 
it doesn’t mean much. And profits do not follow in the 
wake of “occasional” sales; it’s the “‘repeats’’ that put the 
emphasis behind the ring. 


Repeat orders mean customer satisfaction,and customer 
satisfaction, in the feed business, is inseparably tied to 
results. 


It’s easier and cheaper to keep a customer than to find 
a new one, and feed dealers are realizing this fact more 
and more. 


They are realizing that the answer to this dual problem 
of “profits” and “customer satisfaction” lies in BRANDED 
FEEDS—that it is profitable business to change over 
customers from “custom mixtures” to BRANDED FEEDS. 
For the integrity of the manufacturer and the expert service 
he is qualified to render are behind the manufacturer’s 
name on every sack. 


That is why it is to your interest to sell “BRANDED 
FEEDS ... why you can honestly recommend them to 
your customers’. In so doing, you both benefit . .. you 
both profit. Health Products Corporation, manufacturers 
of CLO-TRATE, the concentrated Cod Liver Oil, Chicago, 


Newark, N. J., San Francisco. 
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Dependability 


King Midas Dealers know that regardless 
of price trends or business conditions, the 
constant never-failing quality of King Midas 
flour never varies. As a result, they can 
always recommend King Midas to their 
customers—confident that in doing so they 
are offering the finest flour the market 


affords. 


Today, King Midas quality leadership stands 
out more than ever before and merchants 
handling King Midas flour are receiving 
the benefits of the reputation for dependa- 
bility which King Midas has established in 


all territories. 


KING MIDAS MILL CO. 


MINNEAPOLIS, MINNESOTA 


OVER 1,000,000 BARRELS 
YEARLY PRODUCTION 
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